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Could Your Bus Pass This Test? 
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OURS DID! 
Evolution in Action... 
... Survival of the SPIRIT 








SPIRIT... 
THE “REAL” HEAVY DUTY MID-SIZE BUS! 
Not an imitation — and of course, it’s by... ==} 


CORPORATION 
P.O. BOX 3008 HAYWARD, CA 94540-3008 415-785-1500 
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Imagine Yourself 
As The Conductor Of A Great 


Orchestra 


> 


Mh nacins your business today is very much new business opportunities and get the flexibility 
like being in charge of an orchestra. You have to of a lease term tailored to your needs. Your 
bring many unrelated areas together at once to marketing will get a boost as you upgrade your 
produce a single result ... profit for your fleet and reduced maintenance costs will add 
business. dollars to the bottom line ... and improved profit 


BusLease provides the instrument for your is mmuagec CO Your ears. 


success: intercity coaches at an affordable cost. BusLease...the classical answer for your fleet 
The BusLease program allows you to take or needs. Now, take a bow. 


—- 


,inc. 


2400 InterFirst Plaza * 901 Main Street * Dallas, Texas 75202 * (214) 651-7845 
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Motorcoach Industry Faces New Challenges 
20) 1990 will bring the CDL, ADA, drug testing and more. 


METRO’s Top 50 Motorcoach Survey 
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Operators come and go in this annual survey. 
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3 2 Riders In Pittsburgh Have Many Commuting Options 


PAT offers riders several modes; new projects are planned. 
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State-of-the-art computer system boosts management. 
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Entrepreneur develops a replacement seat to foil vandals. 














INTERNATIONAL 


European Motorcoaches On The Secondary Market 
A? Trends emerge regarding residual value. 


Image is important as customers want clean buses. 
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HE JRIG PICTURE. 
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MCTI'’s latest option . . . six, nine inch monitors with VHS player, offers the 
best in high-quality, easily viewed interior pictures. Each passenger has an 
excellent view of a nearby screen as well as the passing scenery through the 
large side windows and front windshields. This new feature coupled with 
the MCI’s open, spacious interior; enclosed parcel racks; indirect lighting 
system; full fabric surfaces; and other passenger amenities truly provides 
your passengers the ultimate travel experience. 


MCI... The Big Picture! 


The MCI, The Standard of The Industry, is manufactured by: 


o ® 
a = sir ; 
» a age 
Greyhound Companies 27> 


10 East Golf Road + Des Plaines, Mlinois 60016-2291 + (708) 299-9900 +» TWX 910-233-1645 + FAX (708) 299-0375 
In Canada: Motor Coach Industries, Lid., Winnipeg, Manitoba 
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Brian W. Clymer 


Clymer Sworn In As 
UMTA Administrator 


Brian W. Clymer has been sworn 
in as administrator of UMTA. 

Secretary of Transportation 
Samuel K. Skinner said Clymer 
“thas the experience and ability to 
move forward the innovative pro- 
grams needed to help mass transit 
face today’s challenges.”’ 

Clymer had been a director of the 
Southeastern Pennsylvania Trans- 
portation Authority since 1980. He 
has nearly 20 years’ experience in 
public accounting. 


Drug Testing Begins 
For Transit Workers 


Drug testing began in December 
for transit and other workers. 

Companies with more than 50 em- 
ployees (drivers and mechanics) 
were required to begin testing Dec. 
21, 1989. Those with less than 50 
need not implement the program 
for one more year. 

The U.S. Department of Trans- 
portation (DOT) drug policy is 
designed to assure the public that 
the people who run transportation 
systems are drug-free. In addition 
to others, the policy covers 3 million 
interstate truck and bus drivers, 
195,000 mass transit workers and 
90,000 railroad workers. The rules 
call for five types of testing: pre- 
employment, periodic, random, 
reasonable cause and post-accident 
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Cobb Community Transit in Marietta, Ga., has begun a new commuter service with 
19 RTS suburban buses. Final pre-pullout vehicle checks were made by Dan Jones 
(left), field service representatives for TMC, and Allen R. Powlis, dispatcher for Cobb. 











for the presence of marijuana, co- 
caine, opiates, amphetamines and 
PCP. Employers are required to 
keep records and make them avail- 
able to federal officials. Transit sys- 
tems that receive federal funds are 
required to have drug testing pro- 
grams for drivers, vehicle con- 
trollers and maintenance workers. 

e DOT has run a program for its 
own workers. From September 
1987 through November 1989, the 
program has conducted 25,349 ran- 
dom tests, which have resulted in 
141 positives. Of that total, 97 have 
returned to critical duties after 
rehabilitation, 19 were reassigned 
to administrative duties and 25 
were fired. 

¢ Meanwhile, a Los Angeles Su- 
perior Court judge has issued a tem- 
porary restraining order to prohibit 
the SCRTD from implementing the 
federally-mandated drug program. 
The action is in response to a suit 
filed by the Amalgamated Transit 
Union, which represents more than 
1,700 RTD workers. 

e A plan for strict random drug 
testing at Metro-North Commuter 
Railroad in New York City has been 
forwarded to the Federal Railroad 
Administration for approval. In 
1990, 25 percent of the employees 
in groups subjected to testing will 
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be testing; in 1991, 50 percent of 
each group will be selected and 
tested. A computer will select those 
to be tested. Notification to the em- 
ployees will take place the day of 
the test after the employee has 
repurted for work. If the employee 
refuses, he will be removed from 
work and not be able to return to 
an ‘‘hours of service’’ position. 

e A judge in Seattle ruled that the 
Washington state constitution 
precluded the random-drug-testing 
portion of Seattle Metro’s drug- 
testing program. Metro had adopt- 
ed random testing to comply with 
federal regulations. The judge ruled 
in response to a suit by the Amal- 
gamated Transit Union local. 

¢ WMATA directors in Washing- 
ton, D.C., voted to start random 
drug testing of its bus and rail oper- 
ators and mechanics. Without the 
program, WMATA risked losing 
federal funding that amounts to 80 
percent of WMATA’s construction 
costs and about three percent of the 
authority’s annual operating costs. 

e The transportation industry has 
until Jan. 31 to respond to DOT’s 
Alcohol Abuse Prevention Pro- 
gram. DOT published an Advanced 
Notice of Proposed Rulemaking 
(ANPRM) Nov. 2 in the Federal 
Register. The ANPRM requests 
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The wrong lube 
program made — 
Joe Smith 
muss his bus 
‘14 times this year. 








The Exxon BU: 
keeps your fleet < 






































You and Joe are a team. He increases your 
ridership. You get him where he wants to go, when 
he wants to go. But the wrong lube program hurts 
the team. It leads to breakdowns. And that makes 
your buses unreliable to important people like Joe. 
So your public image suffers. 

As well as your budget. Because the wrong 
lube program makes you pay again and again. In 
excessive unscheduled downtime, more frequent 
overhauls, sky-high maintenance man-hours and 
soaring replacement parts costs. With the wrong 
lube program, you and Joe could both miss the bus. 

Change to the ight lube program—BUSGARD 
from Exxon. And help bring reliability back to 
your fleet. Exxon is dedicated to the bus industry. 
And to you. To help you get more miles out of 
all your buses. So Exxon brings you much more 
than lubes. You get the right lube program. One 
specifically designed to go the extra miles—to help 





BUSGARD Heavy Duty engine oil 
The [prepa 
right = 


RONEX MP grease 





lube Gear Oil GX 





program BUSGARD Oil Analysis Program 





delivers: Exxon bus fleet specialists 














your buses make it to Joe’s stop every time. 

Start with BUSGARD Heavy Duty engine oil, 
the high-technology lubricant specially formulated 
for bus engines. This oil boasts a special anti-oxidant 
technology that reduces scuffing at extreme temper- 
atures. So your engines run cleaner, longer. 

Next comes BUSGARD TF, the fluid that helps 
you get maximum mileage from all your transmis- 
sions. Then RONEX® MP grease and Gear Oil GX- 
for the exceptional performance you need to help 





ARD' Program 
d Joe on the road. 



































your buses go the extra distance under stress. F dealt went te esinn tates. 

Then you get the BUSGARD Oil Analysis Program, | C1 Call me to schedule a technical presentation specially 
to help you catch power train problems before they | tailored to my operating requirements. 
become road calls. It gives you comprehensive infor- | ( Send me data on BUSGARD products and services. 
mation on the condition of your lubes, so you can plan | Name 
a more effective preventive maintenance program. 

Only Exxon backs all this with complete per- 
sonalized service, technical training and dependable | Company/Authority 
local supply. Result: the BUSGARD Program helps | Address 
you get more miles from your fleet. Which helps Joe 
trust the team enough to show up at the bus stop 
each morning. | County State 

It’s time for a change to the right lube program. | Zip 
The one from Exxon. Call now for a presentation | 
tailored to your fleet. It covers everything from | pave 
engine oil to support. Call 1-800-55-EXTRA, orsend | Time for - KO NJ 
the coupon to Exxon Bus Fleet Technical Information _| 


Center, P.O. Box 60800, Houston, Texas 77205. la change. ee 
You'll be happy you did. So will Joe. ss 
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commenters to respond to specific 
questions regarding alcohol abuse in 
the transportation industry. 
Comments should be submitted to 
the Documentary Services Division, 
C-55, DOT, Room 4107, Docket 
46574, 400 Seventh St., SW, 
Washington, D.C. 20590. 


House Delays Action 
On Bill For Disabled 


The House of Representatives has 
postponed action on the Americans 
With Disabilities Act until after Con- 
gress reconvenes in mid-January. 

The Senate has approved an 
amended ADA bill which calls for a 
three-year study on the bus indus- 
try and requires new intercity buses 
to be lift-equipped within six or 
seven years. 

Susan Perry, senior vice pres- 
ident for government relations for 
the American Bus Association, said 
the delay in House action gives 
more time to press for changes. 

Private bus operators believe 
some provisions of the bill are 
potentially very damaging to their 
industry. According to Wayne J. 
Smith, executive director of United 
Bus Owners of America, the bill 
could lead to the ‘‘economic ruin” 
of the private bus industry. 

In a recent letter to the New York 
Times, Smith argues the bill could 
lead to a requirement to widening 
the center aisle and enlarge the res- 
troom on board the buses. He 
writes, “Such changes would cost at 
least a third of the revenue-pro- 
ducing seats in a business in which 
a 5 percent annual profit is cause for 
celebration.’’ He argues further the 
bill will lead to loss of bus service to 
9,500 of the 10,000 communities na- 
tionwide that rely on buses for inter- 
city public transportation. 

Meanwhile, the American Public 
Transit Association (APTA) has 
pledged to do everything possible to 
implement ADA should it become 
law. A panel of transit executives 
appeared before the House Subcom- 
mittee on Surface Transportation 
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Chart shows comparisons of distance 
traveled on various alternate fuels, if 
comparable vehicles were fitted with 
equal-volume fuel tanks. The distance 
shown is based on the relative energy 
content (BTUs) of each fuel gallon. The 
baseline is a gasoline-fueled vehicle 
with enough fuel to travel 100 miles. 
Comparison mileage assumes each ve- 
hicle is optimized for particular clean- 
air fuel; all else is identical. Compari- 
son is based on Department of Energy 
reports on fuel densities and energy 
content per gallon. 














and called upon people with disabil- 
ities to support a national program 
for the transit needs of all. 

The APTA panel noted that lifts 
cost $10,000 to $15,000 per bus, 
operating and maintenance costs 
add $1,000 to $8,000 per bus a year 
and the cost of making key rail sta- 
tions accessible over a 20-year peri- 
od could easily exceed $6 billion. 

e In related news, the Eastern 
Paralyzed Veterans Association has 
issued a new guide to riding 
wheelchair-accessible buses in New 
York City. 

The second edition of the guide 
said lift-equipped bus service in 
New York has “‘turned the corner”’ 
to become reliable. 

A free copy of the guide is availa- 
ble by phoning 718/803-EPVA. 


Sales Tax Keeps 
Ohio Buses Running 


The Central Ohio Transit 
Authority (COTA) buses will keep 
running thanks to passage of a one- 
quarter percent sales tax. 

The 10-year sales tax scored an 
overwhelming victory at the polls 
after losing in two previous at- 
tempts. The bus system would have 
been forced to close its doors if the 
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measure had been defeated. 

COTA General Manager Richard 
J. Simonetta said COTA will restore 
virtually all late and weekend 
routes that had been cut to save 
money. The bus system had not col- 
lected local taxes since 1985 when 
a 0.5 percent sales tax for COTA ex- 
pired. That tax, passed in 1980, 
produced more money than expect- 
ed, but the surplus of $76 million 
had dwindled to about $10 million, 
just enough to pay the costs of shut- 
ting down the system had the new 
levy been defeated. 


New York Unions 
Ratify Contracts 


Five unions, representing almost 
800 Metro-North Commuter Rail- 
road employees in New York City, 
have ratified contracts for wage and 
work rules through 1991. 

Metro-North has 5,400 employees 
represented by 19 unions. 

The contracts are effective 
retroactive to Jan. 1, 1989. Each 
calls for a five percent raise in each 
of the three contract years. 


BART Sets Record 
In Quake’s Wake 


Bay Area Rapid Transit (BART) 
in San Francisco has set ridership 
records in the aftermath of the Bay 
Area’s earthquake on Oct. 17. 

BART picked up ridership as 
roads and bridges collapsed from the 
quake. The peak day was Nov. 16 
when BART set a record with 
354,000 passengers, according to Sy 
Mouber, public information manager 
for BART. Average ridership before 
the quake was 218,000 weekdays. 

BART ran 24 hours a day until 
Dec. 3, and is still in service se- 
veral more hours daily than before 
the quake. 

Meanwhile, the SCRTD in Los 
Angeles notes that from the begin- 
ning it has prepared its Metro Rail 
subway system — now under con- 
struction — for an earthquake simi- 
lar or greater in magnitude than 
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that suffered by San Francisco. 

“The BART system is proving 
that a subway can be built safely in 
an earthquake zone,” said RTD 
General Manayer Alan F. Pegg. He 
said, ‘“The chances of being injured 
while underground are much small- 
er than if you were in a building or 
walking on the street.” 


Luminator Division 
Opens In Europe 


MARK IV 
Plano, Texas, through its Luminator 
Division, has acquired the electron- 
ic information display business and 
related assets of LAWO Geratebau 
GmbH of Rastatt, West Germany. 

The new business will be named 
LAWO-Luminator-Europe. 

Robert W. Huber, who has been 
with LAWO since 1985, has been 
named managing director of the 
new company, which will be head- 
quartered in Rastatt. 

The acquisition is considered a 
move to help position Luminator 
in the coming 1992 European Com- 
munity. 


Sheraton Launches 
Motorcoach Desk 


The Sheraton Corp. has in- 
troduced the Sheraton Motorcoach 
Group Travel Desk, a dedicated toll- 
free line which will give customers 
immediate information on rates, 
availability and special services 
offered to the motorcoach market 
at more than 325 Sheratons in 
North America. 

The new toll-free number was 
created for wholesalers and motor- 
coach travel planners. The line is 
staffed by eight sales agents. It is 
open from 8:30 a.m. to 8:30 p.m. 
EST Monday to Friday. 

The number is 800/842-3027. 


Toll Road Planned 
In California 


ICF Kaiser Engineers of Oak- 
land, Calif., has been selected to de- 


Industries Inc. of 





sign a $38 million section of the San 
Joaquin Hills Transportation Cor- 
ridor in Orange County, Calif. 

The 14-month contract has an es- 
timated value of $2 million. The sec- 
tion of new road will be part of 
California’s first toll-road system. 

The corridor is a planned $2.5 bil- 
lion high-capacity thoroughfare 15 
miles long. 

e The General Accounting Office 
will review a nine-state federal toll 
financing pilot program. 





It was authorized in the Surface 
Transportation and Uniform Relo- 
cation Assistance Act of 1987. 


Top 1990 Events 


The 1990 Goodwill Games in Seat- 
tle and the Festival Just for Laughs 
in Montreal have been selected by 
the American Bus Association as 
the top events in the United States 
and Canada for the “Top 100 





Telma Retarders Can Prevent 
Accidents Due To Brake Failure 
And Save Millions Of Dollars 
In Lower Fleet Maintenance Costs 


ieewad, CA 94545. (415) 704-1048, 


The! Better Way - Brake : 
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Events in North America for 1990.” 

The yearly Top 100 selections are 
heavily promoted as choice destina- 
tions for motorcoach tour groups. 
Except for the top two events, the 
rest are rated equally and appear in 
the order of their dates. 

The events include cultural and 
historical celebrations, festivals and 
sporting events. They are listed in 
a color brochure, available for $3 
prepaid from the ABA, Top 100 
Events, 1015 15th St. N.W. #250, 
Washington, D.C. 20005. 


Armed Transit Police 
OK’d For Dallas 


The Dallas Area Rapid Transit 
directors have approved establishing 
an armed transit security division to 
ensure the protection of DART 
property, drivers and passengers. 

The estimated $860,000 needed 
to equip and hire 24 police officers 
will become part of the 1990 bud- 
get deliberations. 

Chiet Juan M. Rodriguez, who 
was hired in 1988 to develop and im- 
plement a security plan, is develop- 
ing policies on use of deadly force, 
internal investigations and other 
policies that will be brought to the 
board before the security plan is im- 
plemented. DART also plans to use 
plain-clothes officers on 10 routes 
that have higher crime rates. 


DART reported 18 assaults in | 
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Thermo King Corp. in Minneapolis has restructured its Bus Air Conditioning Divi- 
sion. Included are (from left) Gregg Johnson, customer service manager; Don Niel- 
sen, transit bus engineering; Lisa Haley, product sales manager; Wayne Nelson, 
account manager; Warren Arndt, senior engineer; Ron Brown, senior engineer, and 
Chuck Rodman, product sales manager. 








1988; in 1984 eight were recorded. 


M-K Contract 


Morrison Knudsen Corp. of Boise, 
Ida. has been selected as the appar- 
ent low bidder of five bidders by the 
Chicago Transit Authority to 
manufacture 256 rail cars, but the 
contract is being held up. 

According to Jeff Stern, CTA me- 
dia coordinator, the $207.7 million 
M-K bid is being legally challenged. 
Stern said the CTA board gave 
“conditional approval” to the M-K 
bid subject to “‘disallowal of pro- 
tests by other bidders.”’ He said a 
complaint filed by one bidder 
“centers on adequacy and timeli- 
ness of a required minority partici- 
pation plan.” 

The contract calls for six proto- 





type cars to be delivered within 700 
days, with the rest delivered at a 
rate of 10 to 14 a month until 1994, 
Stern said. Some of the cars being 
replaced are more than 30 years 
old. Stern said among features of 
the cars will be passenger intercoms 
for security. 

This would be the first time M-K 
would be building new rail cars. 
Previously, the company had only 
remanufactured rail cars. 


BC Transit Skytrain 


BC Transit has signed a (C)$33 
million contract with UTDC Inc. of 
Kingston, Ontario, Canada, 16 ad 
ditional SkyTrain vehicles, spare 
parts and support equipment. The 
order follows an announcement by 
British Columbia committing $1 bil- 





Save up to $2,500 a year with each Fair Access Van 


Here’s why operating costs of the Fair Access van are 
substantially lower than yesterday’s larger paratransit 








vehicles: 


@ Low maintenance costs 


@ Easy-to-use manual swing- 
away gate/ramp system 

® High fuel mileage (saves you 
up to $2,500 per year) 


For more information on the latest 
Fair Access vans, call or write to 
the address below. 


access CB 


300 North Elizabeth Street * Chicago, IL 60607 


(312) 633-2750 
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SATISFIED 
CUSTOMERS. 


And we have more of them than any bus insurer in the United States. How do we know? Because 
we're not afraid to ask — and frequently. 


In our most recent policyholder survey, ninety-nine percent of the respondents said they were 
satisfied with our service and would recommend us to their friends in the bus industry. In fact, the 
vast majority of the respondents rated our performance excellent and told us that our engineering 
services, safety workshops, driver training programs, research publications and other exclusive 
policyholder services help them run their businesses more safely and profitably. Maybe that's why 
we retain more than seventy-five percent of our customers each year — a remarkable figure that truly 
demonstrates the success of our total commitment to the United States bus industry. 


Listen to some of the comments we receive regularly from our customers: 


"Continue in the same direction. Lancer has done more for our company than any 
other insurance company in the last 40 years.” 
Dale Krapf, President, Krapf's Coaches, Inc., Glen Moore, PA 


"I have never known an insurance company that takes as much interest in its 
policyholders as you folks do, and I greatly appreciate it.” 
Carl L. Walters, Sr., President, Sierra Vista Transportation, Sierra Vista, AZ 


"I consider your services excellent. I assure all prospective Lancer customers that I 
come in contact with of your high quality service." 
Terry Thomas, Operations Manager, Special Busing, Youngstown, OH 


In today's insurance environment in particular, we are very proud of the overwhelming support and 
loyalty we have received from our customers. But new challenges lie ahead: driver shortages, the 
commercial drivers license, underground storage tanks and the new drug testing regulations — just 
to mention a few. We're committed to working with our policyholders to meet these challenges, just 
as we successfully met the challenge of the insurance crisis for the bus industry back in 1985. 


So call us today and give us a chance to add you to our growing list of satisfied customers. 


UNTED 
Member: American Bus Association (ABA) AA Ouners 
American Public Transit Association (APTA) "ABN =| e AMERICA 

United Bus Owners of America (UBOA) ‘iene ld) 


APTA 


LANCER INSURANCE COMPANY 


370 WEST PARK AVENUE, LONG BEACH, NY 11561 ¢ TEL. 516-431-4441 * FAX 516-889-5111 
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lion to rapid transit for the Vancou- 
ver area. SkyTrain is the world’s 
longest fully-automated transit sys- 
tem. Quiet linear induction motors 
power the vehicles. They run under 
automatic control. 


AGTS Contractor 
Selected for New 
Denver Airport 


The first new, major airport in the 
U.S. in more than a decade moved 
a step closer to reality recently. 

Parsons Brinckerhoff Quade & 
Douglas Inc. of New York City has 
been chosen by Denver to design 
the 6,000-foot multicell tunnel that 
will house the underground auto- 
mated ground transportation sys- 
tem (AGTS) and baggage handling 
system for the city’s new airport. 

The tunnel will connect the termi- 
nal complex to all concourses. One 
tunnel cell will house the AGTS, a 
peoplemover of three- or four-car 
automated trains that carry pas- 





For over 75 years ROSCO has 
been the frontrunner in Bus 
Mirror manufacturing. 


As an original equipment 
manufacturer, we are in the 
position to meet the 
industry's special needs 
with a complete line of the 
highest quality bus mirrors 
or we can manufacture 

to your specifications. 
Please Call TOLL FREE 
800-227-2095 or write for 
further details. 


144-31 91st Avenue 
Jamaica, New York 


(718) 526-260 











sengers between the terminal and 
the concourses. The new airport is 
expected to handle 110 million pas- 
sengers yearly by 2020. 


Tri-Met Expands Fleet 


Tri-Met of Portland, Ore., has 
bought 15 lift-equipped mini-buses 
from Champion Motor Coach Inc. of 
Flint, Mich. The buses carry up to 
16 passengers and cost $43,567. 

Eighty percent of the funding for 
the buses is from UMTA, 20 per- 
cent from state cigarette taxes dedi- 
cated to transportation for the 
elderly and disabled. 

The new Champion Challenger 
buses brings Tri-Met lift fleet to 112 
vehicles, providing 560,000 door-to- 
door rides a year. 


Executives Use 
Custom Coaches 
For Mobile Meetings 


A growing number of companies 
is using custom-built coaches as mo- 
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bile conference centers and hospi- 
tality suites. 

“Our customers tell us they use 
the coaches for mobile conference 
centers, for customer transportation 
and entertainment and as mobile ex- 
ecutive suites for transporting ex- 
ecutives,” said Kirwin Elmers, 
senior vice president of marketing 
and development for Custom Coach 
of Columbus, Ohio. 

“There is also a big demand for 
them to be used as hospitality suites 
at conventions, races and sports 
events.” 

A typical bus might cost 
$380,000, have room for 21 people 
and include luxurious lounges, 
swivel lounge chairs, dinette, VCR 
and stereo system with compact 
disc and a galley with microwave, 
coffee-maker and refrigerator. 

Custom Coach has been in the bus 
conversion business for 34 years and 
has built coaches for corporate clients 
such as Westinghouse Elevator Co., 
Wendy’s Corp., McDonald’s and Am- 
way Corp. Anheuser-Busch has about 
a dozen of the coaches among its 
breweries and distributors. The com- 
pany uses them for client entertain- 
ment, executive travel and mobile 
classrooms. Custom Coach has also 
built coaches for celebrities Loretta 
Lynn, John Madden, Dolly Parton 
and Conway Twitty. 

“The King of Saudi Arabia has 
bought 12 coaches from us which he 
mainly uses to transport foreign 
dignitaries,’ said Elmers. ‘“‘I 
remember he was in a hurry to get 
one of them, so we transported it by 
air. . . I think the shipping cost alone 
was $146,000 for that one.” 

Elmers said, ‘‘We outfit the 
coaches with cellular phones and fax 
machines so you can have most of 
your office with you going right 
down the road.” 

He said some companies are opt- 
ing for custom coaches instead of 
corporate jets because they cost less 
and carry more people. 


Custom Coach expects to double 
its current production to 80 units a 
year by 1991. 
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Parsons Brinckerhoff 
Client List Grows 


Parsons Brinckerhoff Quade & 
Douglas Inc. had its best year ever 
in 1989. 

The transit design company, in 
New York City, puts 85 percent of 
its effort into transit design, accord- 
ing to Vaughn Vekony, its media re- 
lations director. Its other efforts 
concern water resources, bridges, 
including floating bridges, and tun- 
nels. Most of the company’s busi- 
ness is in the United States, but 
about 14 percent is abroad — Eu- 
rope, Asia, the Mideast and a little 
in South America. 

Its major rail projects in 1989 in- 
cluded: 





e Evaluation of a new rapid tran- 
sit system for Honolulu. 

e A study of the Los Angeles- 
Fresno-Bay Area/Sacramento High 
Speed Rail Corridor to determine 
ways to improve passenger service. 

e Engineering services for a 
1.4-mile extension to the Miami 
Metro Mover. 

e Designing a 6,000-foot tunnel 
that will house the underground au- 
tomated ground transportation and 
baggage-handling systems for the 
new Denver airport. 

e Providing procurement en- 
gineering services to the Mas- 
sachusetts Bay Transportation 
Authority for the initial purchase of 
75 coaches for the commuter rail 
system. Also, as part of a joint- 
venture team, developing plans for 
$300 million in improvements to 
Boston’s Green Line and Commuter 
Railroad. 

e Inspect and evaluate two 
bridges as part of Baltimore’s 
27.5-mile Central Light Rail Line. 
Also inspected and tested Baltimore 
Metro’s 4.6 miles of eight-year-old 
aerial structures 

e As part of a joint venture, won 
a two-year contract extension to 
complete the design of Taipei’s ini- 
tial 37-mile heavy rail mass transit 
system and an eight-mile medium- 
capacity transit line. Also, as part of 
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a joint venture, is studying alterna- 
tive high-speed rail alignments along 
a 350-kilometer Taipei corridor. And 
is studying rail undergrounding be- 
tween two Taipei depots. 


TMC’s Al Garcia 
Dies at 42 

Al C. Garcia, West Coast region- 
al sales representative for Transpor- 
tation Mfg. Corp.’s RTS Transit Bus 
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Division, died Nov. 2. He was 42. 

Before joining TMC in January 
1988, Mr. Garcia worked for Gener- 
ai Motors Truck and Bus Division 
for 17 years in key positions relat- 
ed to manufacturing, service and 
transit sales. 

He was a veteran of the Vietnam 
War. 





Fact Book Corrections 


These companies were inadver- 
tently left out of the METRO 
Magazine Fact Book or incorrect 
information was presented; where 
information was incorrect, only the 
corrected information is given here: 

AMNI America Inc. (““TDI’’), 275 
Madison Ave., New York, NY 10016; 
212/599-1100; FAX: (212)-661-8960; 
Transit advertising company 
through sale of ad space on transit 
vehicles, transit terminals, other 
transit media forms; William Apfel- 
baum, Pres./CEO; Berton Miller, 
Exec. V.P., Gen. Mgr. 

Bergen Auto Upholstery; 225 
Highland Cross, Rutherford, NJ 
07070; 201/438-8900; 800/732-8750; 
Manufacturer of replacement seat 
covers for intercity coaches, transit 
buses and school buses. Complete 
inventory of American Seating and 
National Seating products; Nancy 
Citii, Dir. Sales and Mktg. 

Lancer Insurance Co., 370 West 
Park Ave., Long Beach, NY 11561; 
(516) 431-4441; FAX: (516) 889- 
5111; Liability and physical damage 
insurance for bus owners and oper- 
ators. Licensed insurer in 48 states 
and the District of Columbia. Cover- 
age available up to limits of $5 mil- 
lion on a first-dollar basis, subject 
to deductible plans or in excess of 
qualified self-insured retentions. 

MITO Corp., 54847 County Road 
17, Elkhart, IN 46515; (219) 295- 
2441; FAX: (219) 522-5480; supplies 
extensive inventory and manufac- 
tures state-of-the-art electronics 
and public-address systems for the 
transportation industry; Mark 
Ryckeart, Dir. Telemktg. Sales. 
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Born of the same 
tough chassis. 


The Chance Alamo City Streetcar and RT-52 
Transit Coach share common ground as proven 
reliable, high-quality transit vehicles. They also 
share one tough chassis, and it just got tougher! 
Introducing the New “Chance Tough” transit 
chassis. From the ground up, there’s more life- 
extending features and more muscle. The suspension has 
been beefed up with heavier-capacity Rockwell axles front and rear 
and four air springs per axle for greater rider comfort. New, larger 
brakes deliver more stopping power and longer life. 
For rugged and efficient power, 
we’ve added a transit-proven Cummins 
diesel engine. It’s coupled with a 


smooth-operating Allison automatic “Old Faithial™ 
transmission for unmatched ' 
performance and day-in, day-out Chance R 7.52. 


reliability. 

Choosing a Cl i alat ..25-passenger Transit Coach 
has always been a smart move...itseven //./—/// [i 
smarter now! SF 









Other Quality Chance Products include: 
¢ Ameribus® ADB Transit Coach 


—_ Wichita, KS 67277-2328 
COACH, INC. Phone 316-942-7411 © FAX: 316-942-7416 


SELEX 9109976519 


Ameribus is a registered trademark 
of Chance Coach, Inc. ©1990, Chance Coach, Inc. 
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BCT: Pompano Beach, 
Fla., has adopted free 
fares for all students 
through Grade 12 Mon- | 
day through Friday in 
Broward County. On 
weekends students can 
ride at a reduced fare of 
35 cents; a transfer is 

5 cents. 


BCTA: Bridgewater, 
Pa., has a bus sporting 
extra large earmuffs on 
one of its routes for De- 
cember. Passengers get 
free rides on the 
“BCTA Sleigh.”’ Radio 
and television announce- 
ments and posters along 
the route promoted the 
Beaver County Transit 
Authority’s earmuff bus. 





Capital Metro: Austin, 
Texus, has distributed 
sets of audio cassette 
tapes of all mainline bus 
schedules to 24 loca- 
tions for use by persons 
with visual impairment. 
They include informa- 
tion on how to ride and 
current route and sched- 
ule information. 


Cobb Community Tran- 
sit: Atlanta, had a good 
season with its ‘‘Falcon 
Express”’ despite the 
NFL Falcons’ mixed 
season. The special 
event bus service car- 
ried about 2,100 fans to 
four home games at At- 
lanta Fulton County 
Stadium for $3 round 
trip from a hotel which 
provided free parking. 


Connecticut Depart- 
ment of Transportation 
has inaugurated a 
direct-mail campaign to 
more than 50,000 house- 
holds to attract new 
train riders. Those who 
respond to a question- 
naire will receive six 
free tickets. 


GCRTA: Cleveland, re- 
ported a 3.9 percent 
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ridership gain in October 
1989. That meant 
235,000 more passengers 
than in October 1988. 


GO Transit: Toronto, is 


extending its service of 
‘kneeling’ buses. GO’s 
46 newest highway 
coaches are able to low- 
er their front right cor- 
ner, reducing the step 
from the ground by four 
inches. The feature can 
be used at locations 
where there is no road- 
side curb. 


| Madison Metro: Madi- 


son, Wis., held its third 
annual Thanksgiving 

food drive and collected 
enough food and money 


| to feed more than 300 


needy families. Riders 
were encouraged to 
deposit canned and 
dried food on buses. 


MATA: Memphis, 
offered reduced fares of 
25 cents all day on Nov. 
24 and Dec. 23, two of 
the biggest shopping 
days of the year. The 
25-cent fare was also 
offered from 10 a.m. to 
2 p.m. on three other 
days during the Christ- 
mas shopping season. 


MBTA: Boston, has up- 
dated and expanded its 
drug testing policy, 
which will include ran- 
dom and pre- 
employment screening. 
The MBTA goes beyond 
UMTA guidelines in 
performing a blood test 
for alcohol for probable 
cause, return to work 
and post-accident. 


Metro Dade Transit: 
Miami, provided more 
than 1.3 million half-fare 
rides for students this 
summer on its busses, 
trains and people-mover. 
A promotional package 
helped increase student 
rail ridership alone 77 
percent more than the 
summer of 1988. 
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Metro-North Commuter 


| Railroad: New York 


City, has proposed 
several changes to its 


| fare structure designed 


to encourage customers 
as part of a 15 percent 
average fare increase in 
1990. They include new 
10-trip tickets for off- 


| peak and weekend use 


at a 10 percent discount, 
‘family fare’’ with chil- 
dren paying 50 cents 
off-peak and annual com- 
mutation subscription 
discounted four percent 
for cash and two percent 
for credit card. 


MTDB: San Diego, has 
a new map detailing all 
public transit routes in 
the region. It shows 93 
bus routes, two trolley 
lines, park-and-ride lots 
and transit centers, 
where several routes 
meet for easy trans- 
ferring. 


OCTD: Garden Grove, 
Calif., showed a rider- 
ship increase of 17.4 
percent for the first 
quarter of FY 1989-90 
and a revenue increase 
of more than 15 percent 
despite a nickel fare in- 
crease July 1. Orange 
County Transit District 
had ridership of 11.2 
million for the quarter, 
its highest quarterly 
ridership ever. 


OC Transpo: Ottawa, 
won three marketing 
awards at the Canadian 
Urban Transit Associa- 
tion’s Omnibus Awards 
third annual presenta- 
tion. They were for a 
four-part cable televi- 
sion series, a series of 
inside advertising cards 
and the Employee An- 
nual Review. 


RTD: Denver, max- 
imized revenue and 
minimized ridership loss 
after a recent fare in- 





crease with a new 
product, a 10-trip ticket 
book. 


| SamTrans: Burlingame, 


Calif., has celebrated the 
opening of its remodeled 
operations facility in 
Redwood City. The 
$300,000 remodeling job, 
the first in 40 years, 
was the last phase of 
improvements to the fa- 
cility since the district 
bought it in 1986. 


SCRTD: Los Angeles, 
has a new toll-free num- 
ber so residents can get 
information on all trans- 
portation options in Los 
Angeles. It includes a 
suggestion line. 


SunBus: Thousand 
Palms, Calif., ridership 
is up 18.9 percent on ail 
regular routes for Sep- 
tember and October. 
Figures show 569,003 
passengers for the year 
through October. 


Sun Metro: E/ Paso, 
Texas, had monthly 
ridership of more than a 
million for the first time 
in its 12-year history in 
October. Ridership was 
up 23 percent from Oc- 
tober 1988. Farebox 
revenue was $484,212 in 
October, up 18.9 per- 
cent from October 1988. 
Sun Metro’s four new 
rubber-tired trolleys, 
which began downtown 
service in late Septem- 
ber, carried about 
42,000 passengers in 
October, the first full 
month of service. 


WMATA: Washington, 
D.C., has offered free 
one-way rides on 12 
major bus routes. 
Coupons good for a 
week’s worth of free 
one-way rides were 
mailed to nearly 90,000 
residents to encourage 
use of Metrobus and 
Metrorail. 
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Motorcoach Industry Faces 
New Challenges, Problems 


Drug testing, Commercial Driver’s Licenses, mergers, access for 
handicapped descend on an industry scrambling for customers. 


by Lenny Levine 


t’s a story that hangs on the 
fear of the unknown. 

It’s about corporate take- 
overs and drugs, failures and fan- 
tasy, the ever-increasing presence 
of Big Brother. It’s also about 
money — big money — and how sex 
appeal may help to get a bigger 
piece of the pie. 

It’s a story about the motorcoach 
industry. 

Industry experts agree on one 
thing: change. The motorcoach 
industry will continue to change, 
probably faster than it has been 
changing. One facet of that change 
has been the emergence of sexy 
motorcoaches — the European-style 
coaches. 

There’s good news and bad news 
for the motorcoach industry. The 
good news is that the industry is 
healthy; the National Tour Associa- 
tion said that tour operators had a 
$12.5 billion impact on the economy 
in 1988 and expect more for 1989 
and beyond. The bad news is that 
Uncle Sam is beginning to regulate 
the bus industry in a big way. 

The year just ended saw a num- 
ber of companies fall victim to the 
bottom line. An example is Jeffer- 
son Lines. The major Midwest line- 
haul operator went into Chapter 11. 

A major merger was the acquisi- 
tion of certain assets of Hausman 
Bus Sales & Parts Co. by Transpor- 
tation Manufacturing Corp., a sub- 
sidiary of The Greyhound Corp. The 
acquisition included the new and 
used motorcoach sales operation of 
Hausman, of Des Plaines, IIl. 

That ended a long-time relation- 
ship of Hausman as an independent 
sales agent for MCI/TMC coaches. 
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MCI motorcoach. 


Hausman has now been brought in- 
house by TMC. That parallels TMC 
having the RTS sales marketing 
in-house. 


The old image 

Jeremy Kahn, a lawyer with 
Kahn and Kahn, Attorneys at Law, 
in Washington, D.C., said the bus 
industry is still fighting an image 
problem it has had since World War 
II, when American soldiers were 
squeezed into buses and found them 
terrible. That image, he said, re- 
mains today, even though it is 
“vastly wrong.” 

Kahn, whose firm has represent- 
ed bus companies large and small 
for more than 50 years, said his 
major fear is for the regular-route 
bus industry because one major car- 
rier — Greyhound — ‘“‘has extend- 
ed itself too far’’ by incurring a lot 
of debt, much of that because of its 
acquisition of Trailways. In a worst- 
case-scenario, Kahn said, Grey- 
hound would fail and “‘the affect on 
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the whole bus industry would be 
catastrophic.’’ Kahn said that 
scenario is “‘possible”’ in 1990, and 
more will be known by May. But not 
likely. Greyhound “‘has done a good 


job so far,”’ he said. 


Greyhound said it has been doing 
a good job, too. ““The company ex- 
pects a profit (for 1989) for the first 
time since the new owners took 
over (in March 1987),” according to 
Liz Hale, public relations manager 
for Greyhound. She said the profit 
should be about $10 million. She 
said the company hopes for a more 
profitable 1990 and beyond. ‘‘Debt 
is not a problem,”’ she said. She said 
revenue passengers miles were up 
12.3 percent through the third 
quarter of 1989 from the same peri- 
od the previous year. 


Middle-class bus industry 

Kahn predicted continued erosion 
of the “‘middle-class’’ bus industry 
in 1990. He said it takes a lot of 
money to get into the bus business 
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today, and a company must be small 
or very large to succeed. 

Another problem in the industry, 
Kahn said, is the lack of good 
management to take on a lot of new 
problems. He said today’s success- 
ful bus companies were started by 
people who “grew up with street 
smarts.” But the industry has 
changed, Kahn said, and needs 
more sophisticated management, 
people who have a more formal bus- 
iness education. He said the bus 
business doesn’t attract them be- 
cause of profit and image. 

Kahn said the increasing cost of 
coaches is a problem for the indus- 
try. “The cost is going up so much 
that it’s hard for major carriers to 
keep up their fleets,” he said. 

He said he doesn’t yet know what 
affect federally-mandated drug 
testing will have on the industry, a 
thought echoed by many. 

But he does have faith in the bus 
industry. “The bottom line is that 
I recognize the cyclical nature of the 
industry,” Kahn said, ‘‘and there is 
no alternative to the type of trans- 
portation the bus_ industry 
provides.” 


Ways to improve 

Kahn said the motorcoach indus- 
try can improve. He said charter 
companies should educate the pub- 
lic of the value of their service by 
“advertising in the broad sense.”’ 
He said operators should say: “‘Mr. 
and Mrs. Bus Rider, here’s what we 
offer you for your extra money.”’ 

“The companies have to decide 
what they want to be,’’ Kahn said. 
If they want to shuck the old image 
they must build customer loyalty, he 
said. There are “‘so many good oper- 
ators’’ out there, Kahn said, and 
they have a lot of competition, not 
just among themselves, but with 
other options, such as airlines. 


Started at the bottom 

Clancy Cornell started in the bus 
business in 1943 at age 13 in Boone, 
lowa, cleaning buses. He’s still in 
the business, and said 1990 will be 
‘interesting’ because the people 
with financial problems in 1989 will 
still have them in 1990. 

In 1950, at age 20, Cornell bought 
his first bus company, a transit line 
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with charters that had eight buses. 
“It was easy to run then,”’ Cornell 
said. ‘Insurance was cheaper and 
not so many people had cars and a 
lot of them used the bus.”’ 

Cornell started ABC Bus Cos. 
Inc. in the mid-’60s in Faribault, 
Minn. Now, from his perspective as 
chairman of the company, he has a 
different outlook on the industry 
than he did as a 13-year-old bus 
washer in Boone, Iowa. Cornell pre- 
sides over a network of companies 
that import Van Hool motorcoaches 
from Europe, sell used buses and 
lease buses. He has made ABC Bus 
Leasing Inc. a major competitor to 
Bus lease Inc. of Dallas. ABC now 
leases 600 buses; five years ago it 
had fewer than 150. 

“In the last 20 years the industry 
has lost maintenance people to 
other industries like the truck in- 
dustry,’’ Cornell said, ‘“‘because of 
higher wages in those industries. 
It’s difficult to get good main- 
tenance people, especially since 
deregulation (of the bus industry in 
1982).”’ That has forced some com- 
panies to replace buses sooner than 
expected because they just couldn’t 
get the people to repair them, he 
said. He said the bus industry, ex- 
cept for the tour industry, isn’t pay- 
ing top wages. 

“In the world that we’re living in, 
the only people with time are the old 
people,” Cornell said, and those are 
the people who ride buses, along 
with the poor and those afraid of air 
travel. 

The bus industry, he said, is 
“working on its image on a daily ba- 
sis” by using European-style motor- 
coaches and putting in amenities 
such as galleys. But ‘‘we can’t low- 
er our prices.” 


New purchases 

George Snyder, president of the 
American Bus Association (ABA), 
which represents intercity opera- 
tors, said a lot of operators have 
told him they expect a good year in 
1990 and will be purchasing new 
equipment, so it will be a good year 
also for the bus manufacturers. 

He also predicted a good year for 
the charter business, which he said 
did well in 1989. 

If the gasoline prices remain 


January / February 1990 


steady and insurance doesn’t rise, 
the industry can keep on an even 
keel, Snyder said. Insurance is al- 
ways volatile, he said, because it’s 
controlled by the states, not the fed- 
eral government. He noted that car- 
riers in New Jersey have recently 
expressed concern because of high 
rates in that state. 

Snyder, too, noted the industry’s 
labor shortage, especially for 
drivers. He said other problems fac- 
ing motorcoach people in 1990 will 
be the new Commercial Driver’s 
License test; federally-mandated 
drug- and alcohol-abuse programs, 
especially for companies that have 
military contracts, and implementa- 
tion of requirements of the Ameri- 
cans With Disabilities Act (ADA). 

And there’s a big competitor out 
there bus companies must contend 
with. “The No. 1 competitor to the 
bus is not the plane,’’ Snyder said. 
“It’s the auto.” 


Big bucks 

The U.S. motorcoach industry 
generated $12.5 billion in tour bus- 
iness in 1988, including money 
spent by tour operators and pas- 
sengers, according to the National 
Tour Association (NTA), which 
represents 570 tour operators, sup- 
pliers, hotels, attractions and visi- 
tor bureaus. And that figure does 
not include linehaul operations. The 
association expects some increase 
for 1989, after all the figures are in, 
and some growth in 1990. 

For 1990, the association will fo- 
cus on the ‘‘mature traveler,” a 
spokesman said. He noted that 
many tours combine buses, rail, air 
or cruise travel. He said there has 
“not been great movement afoot’”’ 
in increasing travel options to Mex- 
ico; the association concentrates on 
domestic travel. 

NTA started a consumer protec- 
tion plan in January 1988 which is 
run under a trust fund in which each 
subscribing operator is insured for 
$100,000. Should a company go 
bankrupt, the fund refunds money 
spent by customers on advance tick- 
et purchases. Tour operators use 
the fund as a marketing strategy, 
the spokesman said. The largest 
amount NTA paid out from the fund 
so far is $33,000, he said. 
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Peter Pan 

Peter pan Bus Lines Inc. in 
Springfield, Mass., runs tours and 
charters on 140 buses between 
New York, Boston, Hartford, 
Conn., and Worcester, Mass., and 
expects a good year in 1990, accord- 
ing to Michael Paton, its marketing 
director. 

Peter Pan has a new product for 
1990: “senior active tours.’’ Paton 
said one such tour will be a bike trip 
between the historic communities of 
Lexington and Concord, Mass., 
which Peter Pan will package. The 
passengers leave the bus and meet 
the bicycle tour operator, who out- 
fits them for a five-mile bike ride. 

Another such trip planned is an 
Appalachian Trail hike. The seniors 
are met by a trail guide when they 
leave the bus. 

In 1989 Peter Pan inaugurated 
tours for white water rafting, ski- 
ing, golf in Vermont and deep-sea 
fishing. Many of its charters were 
bought by companies, which offered 
excursions to its employees. 

Peter Pan also has executive cu- 
linary and shopping tours to New 
York City on 24-passenger buses 
outfitted with kitchens and sofas. 


Big Brother 

“If I were to start a bus business 
today, I’d stay in one state,”’ said 
Wayne Smith. 

Smith, executive director of the 
United Bus Owners of America, 
said that would keep federal regu- 
lators out of his hair — something 
interstate operators contend with — 
and he would have to deal only with 
state regulators. 

Smith said 1989 was ‘‘tenuous” 
for the bus business. He said the 
shakeout continued and will con- 
tinue. ‘“Many companies were pur- 
chased, went bankrupt or went out 
of business,” he said. 

He noted, however, that 1989 saw 
motorcoaches increase fuel use by 
17 percent and carry more pas- 
sengers for more miles than previ- 
ously. ‘Hopefully, 1990 will see 
fewer bus companies,”’ Smith said. 
He said the excess of companies has 
driven prices down too far. 

Smith calls 1990 the ‘‘Year of the 
Administrative and Legislative.” 
That’s because he said bus opera- 
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tors have to contend with drug test- 
ing and Commercial Driver’s 
Licenses, among other regulatory 
considerations. He said also that the 
industry is in the throes of “an 
acute driver shortage’’ because sa- 
laries are low because operators 
can’t get the rates they’d like. 


More enforcement 

Bus operators can look to heavi- 
er federal enforcement in 1990. The 
Federal Highway Administration 
(FHWA) plans to more than double 
its number of field investigators to 
300 by adding 185 in 1990, accord- 
ing to Susan Petty, bus coordinator 
for the FHWA Office of Motor Car- 
rier Safety. That is in addition to 
state investigators who police the 
bus industry. 

Petty’s department is responsible 
for all for-hire interstate carriers. 
About 3,000 interstate bus compa- 
nies are under her aegis. She said 
buses, along with carriers of 
hazardous materials, will be top pri- 
ority for her department in 1990. 

Petty said federal investigators in 
every state will spot check for 
drivers, bus safety and accident 
reports. She said the investigators 
can remove a bus from service if it 
is found to be dangerous. She said 
a company could be shut down, but 
that has never happened. 

Most operators ‘‘see the reason 
for the safety rules,’’ Petty said. 
She said established operators 
“‘want us to keep track of the gyp- 
sy operators,’’ who she noted are 
less of a problem in the bus indus- 
try than with trucks. 

Petty said the biggest challenge to 
her agency — and to bus operators 
— is implementing the federal Com- 
mercial Driver’s License program. 

She noted that her agency now 
has authority over some additional 
bus fleets, those owned by nonprofit 
organizations such as the Boy 
Scouts and church groups. 


Big change in Canada 

The motorcoach industry in Can- 
ada has an unusual opportunity 
that could produce a boom. 

On Jan. 15 Canadian rail pas- 
senger service will be cut by 50 per- 
cent, and Canadian bus operators 
are expected to pick up a lot of ex- 
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rail passengers. 

Where rail routes are discon- 
tinued or reduced, the motorcoach 
carriers, not automobiles or the 
airlines, will pick up a lot of the pas- 
sengers, according to Frank Trot- 
ter, executive director of the 
Canadian Bus Association. 

He said several carriers have an- 
nounced fare increases in anticipa- 
tion of the rail cutback, but there 
has been a general commitment by 
the intercity bus industry not to 
raise them. 

Trotter said the rail cutback will 
mean more bus purchases for Cana- 
dian companies. Many companies 
will be buying one to 10 buses, he 
said; others will wait and see. He 
also noted that Canadians have 
started upgrading their buses — ad- 
ding meals and video. 

“‘The Canadian bus business is a 
whole lot better than it was before,” 
Trotter said. But he said fuel prices 
and an awakening to environmen- 
tal concerns will have their affect. 

“Tourism is No.1 or No. 2 in the 
Canadian Economy,”’ Trotter said, 
and bus companies are a big part of 
that business. Trotter predicted a 
decade of growth for the Canadian 
bus business. ‘“‘Everything points to 
it,’ he said. 

He expects littie spillover from 
the coming Canadian bus boom for 
its neighbor to the south except its 
“‘demonstration’”’ effect. 


Handicapped bill 

The U.S. House of Representa- 
tives has postponed until mid- 
January action on the Americans 
With Disabilities Act. (ADA) 

The Senate approved a version of 
the bill which calls for a three-year 
study of the bus industry and re- 
quires new intercity buses to be lift- 
equipped. 

The delay in action gives the bus 
industry more time to press for 
changes. Estimates for the cost of 
implementing the bill run into the 
billions. 

The century’s final decade 
promises opportunity — and 
challenge — for the motorcoach in- 
dustry. The experts say the cus- 
tomers are out there. 

The industry has only to get 
them. [M] 
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Do your seats... 
© Vloed to be welded? 


© Fall back when someone sito 
in then? 
© Have lnoken shells? 


© Snag your custome’ clothing? 
Introducing 


Full Maintenance and Repair 
On Your Seats 


* Replace O.E.M. backshells, aisleshells 
and armrest 

* Adjust arm cables or replace them 

* Weld back and seat frames 


* Repair and cover backshells and aisleshells 
CALIFORNIA ¢ FLORIDA ¢ NEW JERSEY 


© A F279C) Bus & COACH UPHOLSTERY 


Three generations of service, quality and value 


512 W. Rosecrans Avenue, Gardena, CA 90248 17469 West Highway 50, Winter Garden, FL 34787 1500 Federal Street, Camden, NJ 08105 


U.S: (200) 537-2736 U.S: (800) 654-3824 U.S: (800) 247-2736 
CALIF: (800) 637-2736 (407) 877-7277 (609) 338-0108 
(213) 327-0532 FAX: (407) 877-2657 FAX: (609) 338-0709 
FAX: (213) 327-5418 
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METRO’S Top 50 


Motorcoach Fleets 


METRO’s third annual survey of private 
carriers in North America. 


By Jody L. Bush 


ETRO Magazine tradi- 
tionally kicks off the New 
Year with the Charter 


Operator’s January/February issue. 
The survey of the 50 Largest 
Motorcoach Fleets, a regular fea- 
ture of this annual issue, reflects 
some of the changes coursing 
through the motorcoach industry. 

For the third year running, and 
likely for the foreseeable future, 
Greyhound Lines of Dallas, Texas, 
qualified for the number one spot. 
The company reported 90 addition- 
al buses in its fleet. Greyhound in- 
creased the number of coaches it 
leased but decreased the number of 
coaches it owned — most likely be- 
cause of the common ownership of 
Greyhound Lines and Bus Lease by 
GLI Holding Ltd. 

The survey included companies 
that responded to a questionnaire 
sent by METRO editors or were 
contacted by telephone. Some data 
was acquired through other in- 
dependent means. Because end-of- 
the-year figures would not become 
available until late December, the 
statistics cited are figures which 
run through the end of November 
or early December. 

This does not affect the total 
number of motorcoaches owned or 
leased, but it is an approximation 
of the total revenue miles operated 
and the passengers carried for 
1989. 

On the average, the number of 
motorcoaches in service remained 
relatively the same and indicated 
growth and decline among some of 
the companies listed in last year’s 
survey. 

For instance, Robert’s Hawaii 
Inc., increased it’s fleet size to 377 
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in 1989 from 199 motorcoaches in 
1988; Robert’s advanced to the 
number four spot this year from 
number eight a year ago. 

Greyline of Florida moved to po- 
sition eight from number 13 in- 
creasing it’s fleet from 155 buses 
to 191. 

Arrow Stage Line of Sioux City, 
Iowa, also reported strong growth 
for 1989. The company garnered 
the number 21 spot on the survey 
with 100 buses. 

Some operators are new to the 
METRO Top 50 survey. Atlantic 
Express Coachways made the list 
this year with 75 motorcoaches. 

Starline Tours with 171 coaches, 
American Sightseeing with 118, 
and Trans-Bridge with 47 coaches 
participated. 

Altogether, 12 new companies 
were included in this year’s survey. 

It also reflects consolidations 
among operators and the compa- 
nies, most notably Jefferson Trans- 
portation, that have filed for 
bankruptcy. 

As expected, the tour and chart- 
er business reflected growth in 
1989; a consistent growth rate for 
the past three years. Operators 
credited the strong Asian and Eu- 
ropean tourist business that has sur- 
faced in the American market. This 
segment of the industry is expect- 
ed to continue the upward trend. 

Dan Dipert, past president of the 
Nationa! Tour Association, said, 
“The tour industry has grown ap- 
proximately 6 to 8 percent a year.”’ 
However, he added, ‘‘There aren’t 
any major events planned for 
1990.” Typically, major events are 
a significant factor in the growth of 
the tour and charter industry for a 
given year. 

Contrasting opinions as to the 
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state of the industry for the new de- 
cade surfaced. Industry profession- 
als voiced concern over increased 
environmental pressures to rede- 
sign engines to meet stringent emis- 
sion standards, the handicap 
accessibility issue and erosion 
among smaller motorcoach opera- 
tors (see ‘Motorcoach Industry 
Faces New Challenges,’ page 20). 

Motorcoach operators face the 
prospect of losing up to a third of 
their revenue-producing seats, de- 
pending on how the accessibility 
legislation turns out. If that develop- 
ment occurs, some predict there 
won’t be enough private bus compa- 
nies left to make anyone’s survey. 

Nearly all segments of the motor- 
coach industry are moving in a new 
direction. According to Vern Tull, 
executive vice president of Eagle 
Bus Manutacturing, ‘‘we are all 
headed in a styling change.’’ The 
European motorcoach has inspired 
domestic manufacturers to incor- 
porate more sophisticated design 
styles in their buses. 

Judging from the survey, the in- 
dustry did not experience dramatic 
changes in 1989, and although 
coach operators and manufacturers 
would like to be optimistic in the 
new decade, a sense of unease bet- 
ter describes the future of the 
motorcoach industry. 

METRO editors will continue to 
explore the motorcoach industry 
with the 1991 Top 50 survey. If 
your company was left out of the 
listing and would like to participate 
next year, and operates more than 
40 buses, please send a note to that 
effect to the editors. Send your in- 
formation to: Top 50 Motorcoach 
Survey, cio METRO Magazine, 
2512 Artesia Blvd., Redondo Beach, 
CA 90278. 
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Largest 50 Private O 


RANK FLEET MIX/SIZE PASSENGERS REVENUE MILES 
1990 1989 CARRIER, CITY, STATE Total Owned Leased PER YEAR . . OPERATED. 


Greyhound Lines 
Dallas, TX 3,940 1,280 . onl 368. 8 mil 


Greyhound cas of Canada 
Caigary, AB 
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Voyageur Enterprises, Ltd. 
Montreal, Quebec 


Rockland Coaches, Inc. 
Bergenfield, NJ 


New York Bus Service 
Bronx, NY 
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In 15 years, almost everything 
has been replaced, painted, fixed or fussed over. 
Except the flooring. 


= Transit-Flor from The R.C.A. Rubber Company. The fiber-reinforced floor that’s been proven 
irreplaceable in transit systems nationwide. For outstanding dimensional stability, abrasion and 
Skid resistance, plus long-wearing durability, specify Transit-Flor 
It's so tough, you might replace your entire bus before you replace it 
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RANK FLEET MIX/SIZE PASSENGERS REVENUE MILES 
1990 1989 CARRIER, CITY, STATE Total Owned Leased PER YEAR OPERATED 
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Peter Pan Bus Lines Inc. 
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Antelope Valley Bus Inc. 
Lancaster, CA 


Carolina Coach Co. 
Raleigh, NC 


Arrow Stage Lines 
Sioux City, IA 
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Brook Park, OH 
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Largest 50 Private Operators continues 
RANK FLEET MIX/SIZE PASSENGERS REVENUE MILES 


1990 1989 CARRIER, CITY, STATE Total Owned Leased PER YEAR OPERATED 


K-T Contract Service tnc. 
Las Vegas, NV 


Keeshin Charter Service 
Chicago, IL 

















Atlantic Express Coachways 
Cinnaminson, NJ 


McGill Inc. Carolina American 
Asheboro, NC 




















Carl R. Bieber Inc. 
Kutztown, PA 


Blue & White Lines Inc. 
Altoona, PA 


























L-Trans Pacer 


Introducing a New line-up of Heavy, Medium and Light Duty Coaches. Featuring sturdy steel 
cage construction; innovative, functional designs and built by Lewis Manufacturing. Upgrade 


your fleet with three new choices for the 90’s. 
Lunn motor Coach, [nc. 
For additional information, write or 2600 N.Kaufman « P.O. Box 1119« Ennis, TX 75120 
Call... (214) 875-9931 « FAX (214) 875-9334 
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RANK FLEET MIX/SIZE PASSENGERS REVENUE MILES 
1990 1989 CARRIER, CITY, STATE Total Owned Leased PER YEAR OPERATED 


Vermont Transit Co. Inc. 
Burlington, VT 480,000 
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Trans-Bridge Lines inc. 
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Capitol Bus Company 
Harrisburg, PA 
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Peerless Stages Inc. 








Oakland, CA 


River Trails Transit Lines In 
Galena, IL 




















TRANSIT BUS 
OPERATORS 


e 5-hour course (can be broken into shorter sessions) 
¢ Individual work e Group interaction 
¢ No yearly leasing e No instructor certification 


SOME EARLY REVIEWS FROM THE FIELD... 


“(DDC — Coaching the Transit Bus Operator) really 
hits home. .. (It) covers ‘real world’ situations that we 
deal with everyday.” 


“Safety is sometimes so boring and redundant, but (DDC — CTBO) is refreshing. .. The material 
is thought-provoking.” 


“... Simply one of the most comprehensive, complete programs we've seen.” 
“We were going to do our own video, but when this came out, we decided to scrap the idea.” 
“The Workbook generated a lot of interaction, and the video really holds the operator's interest.” 


National 444 No. Michigan Ave. 

Chicago, IL G0611 
Safety toi Free: 1-800-621-7619 Ext. 8502 
Councif  "" 't: (312) 527-4800 Ext. 8502 





Circle 120 on METRO Action Card ; 
January / February 1990 METRO Magazine 











Riders In Pittsburgh Have 
Many Commuting Options 


PAT offers busways, streetcars, light rail and inclined planes. And 
they’ve only just begun, as new projects are studied. 


he Port Authority Transit of 

Allegheny County (PAT) and 

the city of Pittsburgh have 
developed one of the most diverse 
and versatile transportation sys- 
tems in North America. 

Among PAT’s travel options are 
two exclusive busways, a 22-mile 
streetcar system of which 10.5 
miles have been reconstructed un- 
der a light rail transit project, two 
inclined planes and a successful 
paratransit system. 

Nearly 300,000 persons a day use 
PAT services, most of whom are 
carried on an active bus fleet of 900 
coaches operating more than 230 
routes. 

While the average passenger may 
not realize how this ‘‘multimodal”’ 
approach works to his benefit, a 
typical trip could encompass the 
use of three modes: the Mononga- 
hela Incline, the subway into down- 
town Pittsburgh, a bus to suburban 
McKeesport and a local bus to the 
rider’s particular suburban des- 
tination. The ride would be ac- 
complished under a uniform fare 
and transfer structure and take 
about 90 minutes. Until last April 
riders had another travel option 
— PATrain from downtown to the 
suburbs — but it was discontinued 
and replaced with bus routes. 

“The Port Authority oversees a 
family of services with each mode 
of travel offering its own distinct 
advantages,” said William W. Mil- 
lar, PAT’s executive director. 

“While most of our riders are 
transported by bus, each of the 
other modes makes significant con- 
tributions to PAT operations, both 
in terms of numbers and in pre- 
serving local transit history.’’ he 
continued.”’ 

The reason for this multimodal 
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The westerly car of the Monongahela Incline makes the grade. 


approach is rooted in the Port 
Authority’s heritage. In 1964 PAT 
was formed from 33 independent 
carriers, ranging from the one-bus 
Carnegie Coach Co. to the Pitts- 
burgh Railways Co., which ran 250 
buses, 400 trolleys and an incline 
plane railroad. 


Rail corridors 

The multimodal approach to tran- 
sit was continued throughout the 
1960s and 1970s, in part because of 
PAT’s ownership of the South Hills 
rail corridors. While many streetcar 
routes were discontinued, several 
South Hills routes continued to 
flourish partially as a result of com- 
munity demand and because of the 
higher degree of service reliability 
presented by large amounts of pri- 
vate right-of-way operation. 

While streetcars provide an ef- 
ficient mode of travel for South 
Hills commuters, buses have proven 
to be equally effective for eastern 
commuters thanks to the construc- 
tion of PAT’s Martin Luther King 
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Jr. East Busway. This 6.8-mile long 
transit-only roadway connects the 
city’s eastern regions with down- 
town Pittsburgh and taps a vast 
number of suburban bedroom com- 
munities. 

“The facility was envisioned to 
provide rapid transit service 
through a narrow and congested 
corridor while retaining the route 
flexibility provided by buses,”’ Mil- 
lar said. “‘In its (nearly seven) years 
of operation, the busway has meas- 
ured up to and surpassed all expec- 
tations in its ability to transport 
large volumes of people efficiently 
and affordably.” 

Increased productivity was 
achieved immediately through faster 
running times, which in some cases 
resulted in a 45-minute trip via city 
streets becoming a 15-minute ride 
on the busway. Those time savings 
have helped PAT reinvest service 
into the communities without adding 
expense to PAT’s operating budget. 

There are six stations along the 
busway which patrons may reach by 











walking or by transferring from lo- 
cal bus routes. The busway is used 
by 40 routes, including two newer 
routes, the East Busway All Stops 
(EBA) and the East Busway- 
Oakland (EBO). The EBA route 
starts at the outer terminus in the 
Borough of Wilkensburg, traverses 
the length of the busway and then 
circulates through the central busi- 
ness district. Buses, including 
62-passenger articulated vehicles, 
run every two to three minutes dur- 
ing the rush hours. The EBO also 
originates in Wilkensburg, but 
leaves the busway at one of seven 
access ramps, then traverses the 
Oakland area, the hub of the city’s 
medical and university district. 
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The busway opens 

The popularity of the busway was 
evident from its opening on Feb. 21, 
1983, as ridership started at an un- 
expectedly high level and generally 
has continued to grow. Ridership on 
all East Busway routes accounts for 
approximately 10 percent of PAT’s 





An inbound Neoplan passes an outbound articulated bus on the busway. 


daily passenger load. Also, the agen- 
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cy’s first transit-only roadway, the 
South Busway, was opened in 1977 
and was built to help speed transit 
patrons past one of the area’s most 
congested intersections. 

“Both busways were precedent 
setters in the transit industry in that 
they were constructed solely as tran- 
sit facilities, and were not integral 
parts of highway construction 
projects, such as high-occupancy ve- 
hicle lanes,”’ Millar said. 

The South Busway presented its 


own special engineering and con- 
struction problems because it had to 
handle both bus and trolley traffic 
for a portion of its 4.3 miles. Includ- 
ed in the project was rehabilitation 
of the Mount Washington Trolley 
Tunnel to accommodate buses and 
the trolleys which have used the 
bored tunnel since the early 1900s. 


Light rail transit 
But perhaps the greatest opportu- 
nity for intermodal travel began on 
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A WARRANTY THAT'S IRON CLAD. 
RELIABILITY AS SOLID AS A ROCK. 


The road can be a tough place. 
So a Goshen Coach must be even 


tougher. 


It’s tough because of unitized 
construction and a heavy-duty steel 
cage frame. It’s built beyond the 
ordinary to give long-term value. 

It's as rugged as its iron-clad 
warranty.” To protect your 


investment. 


Most of all, a Goshen Coach 
is a top performer. From built-in roll 
bars and recessed seat tracks to 
Mor-View cab window and panoramic 
windows, every inch offers reliability. 
Rock-solid reliability. To make 
sure your tough roads lead direc 


to more profits. 


Tough as the road is long. 


AN GOSHEN COACH 


52684 Dexter Drive + Elkhart, indiaiia 46514-9535 
219/262-0199 + FAX: 219-264-3690 


“For a copy of the Goshen Coach Warranty, contact us. 
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May 22, 1987, with the opening of 
the final main segment of the South 
Hills LRT line. South Hills contains 
a number of suburban communities. 

The new line gave riders the op- 
tion of transferring from the bus to 
the rail system because many adja- 
cent bus routes were to service the 
LRT stations. Meanwhile, the LRT 
terminates in downtown Pittsburgh 
at the end of a subway line. 

A number of bus routes continue 
to operate as direct routes into the 
city, in effect providing duplicate 
service to the LRT line. However, 
as ridership patterns develop, 
several will be adjusted with some 
bus routes becoming feeder routes, 
terminating at the LRT stations. 

Under PAT’s fare structure, 
riders who purchase a $35 monthly 
pass can make an unlimited number 
of transfers. Riders paying cash 
fares are subject to a transfer 
charge. 

Mode-to-mode transfers take place 
at certain locations where the rail 
lines meet with about 25 bus routes. 

Transferring from one mode to 
another requires walking only a 
short distance to an adjacent plat- 
form or stop. 


Monongahela Incline 

One of these transfer points can 
take passengers to the Monongahe- 
la Incline on Mount Washington, an 
affluent community of homes and 
restaurants within the city. The in- 
cline’s lower station is less than 500 
feet from Station Square Station, 
which is in turn served by two bus 
routes. The incline has cable driven 
cars and electric motors. 

The geography and demographic 
complexity of PAT’s service area 
has also encouraged the use of var- 
ious transit modes. 

PAT operates through a cross- 
section of markets ranging from the 
Oakland area, (the third largest 
generator of transit trips in Penn- 
sylvania) to rural areas with almost 
pastoral settings. 

The lay of the land dictated cer- 
tain natural corridors, such as the 
Overbrook trolley line, which is nes- 
tled half way up a hillside and away 
from congested highways, to the in- 
cline, where the nearly vertical ride 





provides true express service be- 
tween Mount Washington and 
downtown Pittsburgh. 

PAT does not rest on its laurels. 
PAT’s directors recently authorized 
39 Giant Eagle supermarkets in the 
Pittsburgh area to sell PAT month- 
ly passes and weekly permits. The 


move brings to 138 the number of 


PAT sales outlets, and marks the 
first major grocery chain to sell 
PAT discount fares on a large scale. 

PAT has also awarded ICF Kais- 
er Engineers two new contracts 
worth more than $2 million. A 
three-year contract will provide 
construction management and en- 
gineering support for transpor- 
tation-related projects within the 
city. A two-year contract will pro- 
vide design services for a bus 
garage. Kaiser, with headquarters 
in Oakland, Calif., has had an office 
in Pittsburgh since 1942. 


New projects 

Planners in Pittsburgh are also 
studying three new projects, includ- 
ing an extension of the Martin 
Luther King Jr. East Busway that 
could provide unparalleled express 
rides to communities east of the 
city. Two other projects are direct- 
ly tied to the subway and include an 
extension to the city’s North Side 
and possibly Three Rivers Stadium, 
with the second extending to the 
east of Pittsburgh. 

Also under study, according to 
PAT’s Debra DeCourcy, assistant 
manager for media relations, are a 
proposed  privately-developed 
peoplemover project across the Al- 
legheny River to the stadium, a new 
busway from downtown to the 
Greater Pittsburgh International 
Airport and converting the remain- 
ing 12 miles of streetcar system to 
light rail. 

Also, the PAT board has just in- 
creased travel options for the disa- 
bled. It approved buying 120 new 
buses equipped with wheelchair 
lifts. They will be manufactured by 
Bus Industries of America at a con- 
tract price of about $24.2 million. 

The Allegheny County Board of 
Commissioners recently approved a 
$300,000 loan te PAT to conduct an 
Airport Busway Planning study. 





PAT will also be seeking aerial 
mapping and appraisal services es- 
timated at an additional $300,000. 
That study is expected to take about 
seven months. The Airport Busway 
was recommended as part of the 
Parkway West Multimodal Corri- 
dor Study performed by the South- 
western Pennsylvania Regional 
Planning Commission last summer. 
The study called for an estimated 
$472 million in transportation im- 
provements. In addition to the Air- 


port Busway, other improvements 
to the corridor are the construction 
of a new toll road, completion of un- 
finished highway interchanges and 
improvements to existing roads. 
While those projects are being 
studied, successful transit facili- 
ties such as the PAT busways and 
LRT line can allow Allegheny 
County taxpayers and riders to re- 
main confident that multimodal and 
intermodal travel is alive and well 
in Pittsburgh. [mu] 





GOOD INSURANCE 
IS NO ACCIDENT 


EXPERIENCE 


Our Safety, Underwriting and 
Claims Staff averages over 20 
years experience in serving 
Bus Operators’ insurance 
needs. Now that’s experience! 
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$200+ MILLION 
SURPLUS The strength 


of any company is its net 
worth. Compare our 
company’s surplus to that of 
your current insurer. 


EXPERT CLAIMS 
SERVICE 


Our Claims Staff knows all 

about bus claims and how to 
settle them fairly. They know 
that your premium is related 











[AN BUS ASSOCIATION 


to your claims. 











SERVICE 


Our Independent Agents and 
Brokers are specialists too! 
They also take pride in yeh 
service. The combination o 


| WE KNOW your | 


BUSINESS 


We “grew up” with Bus Oper- 
ators. We are active members 
of ABA, UBOA, and APTA. 
Ask your Bus Operator 
friends about us. 


SAFETY PROGRAM 


ASSISTANCE 

Our Field Safety Personnel 
follow up the initial survey 
with regular visits to monitor 
the results of their safety 
recommendations and to 
review your current opera- 
tions. They carry a library of 
video and slide safety pro- 








and an experienced, com- 
petent company staff gen- 


a knowledgeable producer ‘GL, ARI IND( yN N. ATIONAL made programs. They 
INSURANCE Co. 


grams in addition to tailor- 


analyze your claim data 
on-the-spot with portable 





erates prompt and accurate 
service. 








TRANSPORTATION DIVISION | computers because fewer 


FOR ADDITIONAL INFORMATION, CALL OR WRITE 
NORM THOMPSON, MARKETING MANAGER 


accidents means lower insur- 
ance cost! 











3201 TEMPLE AVENUE, SUITE 230 * POMONA, CALIFORNIA 91768 ¢ TEL:(714)595-5399 
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NFTA Integrates Koute 


Planning and Run Cutting 
With HASTUS 


More than sixteen million calculations were impossible, so this 


system turned to computers for 


T': Niagara Frontier Trans- 
portation Authority (NFTA) 
has moved into the forefront 
of transit automation. With the ad- 
dition of a unique graphics add-on 
to its HASTUS automated runcut- 
ting and scheduling system, it be- 
came the first transit property in 
the world to have such state-of-the- 
art capability. 

Before it acquired the new com- 
puter system, the NFTA manually 
went through a 5-step process to de- 
velop interconnected bus and rail 
schedules. The process began by 
identifying more than 1,000 in- 
dividual bus pull-outs, route time- 
points and bus pull-ins for each of 
the 3500 trips the NFTA operates 
daily. This amounted to some 4 mil- 
lion individual calculations! 

Since the NFTA changed its 
schedules four times a year, the 
number of manual calculations 
leaped to between 16 million and 20 
million. These calculations are 
called ‘‘trip-building’’ and the next 
step is to produce headways and, 
from these, the driver assignments. 
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its “trip-building” task. 








At press time, a NFTA spokesman said the agency had 
received enough funding to keep operating until Feb. 
9, averting a shutdown of the system that had been an- 
nounced first for Dec. 21. He said he was “‘hopeful”’ 
funding could be arranged to keep operating until April 
1, the new fiscal year, when obtaining further funding 
becomes ‘“‘critical.”’ 





A single vehicle could have as 
many as three different operators 
on the same day, working from as 
many as four different bus routes 
with the same vehicle. Thus, from 


vehicle assignments are developed 
driver assignments. 

As a result, schedulers had to ana- 
lyze hundreds, if not thousands, of 
pages of numeric information con- 





TMT DMM 








An NFTA bus waits as a Metro Rail train crosses an intersection on the surface section 
of the line. Effective scheduling of all transit vehicle movements for the Buffalo, N.Y. 
authority has been greatly enhanced by the installation of the new automated HASTUS 


system. 
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taining job numbers, employee 
numbers, headways, intervals and 
street-name connecting points. This 
was a.formidable task because it re- 
quired that these numbers be com- 
pared with each other in order to 
identify those points in the sched- 
ule that did not match up with trips, 
vehicle and personnel assignments. 


Automation 

The automated HASTUS system 
has eliminated all of that. It allows 
the schedulers to analyze only 50 or 
60 different graphic screens which 
display all of the assignments for 
every route every day. Mismatches 
in assignments are identified auto- 
matically because the computer 
matches trips, vehicle and person- 
nel assignments. 

In order for the system to accom- 
plish all of this, simultaneous calcu- 
lations and comparison of that data 
are required for literally millions of 
separate and distinct 
schedule information. 

NFTA in 1987 became the first 
transit property to recognize the 


pieces of 


value of combining HASTUS with 
integrated graphics display. The 
authority’s Service Planning and 
Management Information Services 
departments evaluated the proba- 
bility of the effectiveness of such a 
system. While it was still in the fi- 


nal development stage, the authori- 
ty decided to acquire the system. 

The U.S. distributor of HASTUS, 
Multisystems, Inc., of Cambridge, 
Mass. in conjunction with the sys- 
tem developer, Giro, of Montreal, 
Canada, wrote the first interlocking 
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Glen Shephard, NFTA Senior Service Planner, operates the graphics attachment for the 


new HASTUS system. 





GET ON TOP OF YOUR HEATING 
AND COOLING PROBLEMS 


Whether you operate buses, 
trains or automated people- 
movers, Sutrak has air 
comfort systems to meet 
your needs. 


Sutrak’s superbly 
engineered systems are: 


- Lightweight - constructed 
of space age materials 


- Reliable - with proven 
performance worldwide 


* Powerful (2 tons and up) 


- Roof Mount, Rear Mount 
and Split Systems available 


- Easy to Install and 
Service 





Find out more about getting 
on top of your heating and 
cooling problems. Call 
Sutrak today. 


Air conditioning and refrigevation sales and service. 


6899 E. 49th Avenue - Commerce City, CO 80022 
(303) 287-2700 - (303) 286-1005 FAX 
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programs between HASTUS and 
the graphics add-on. Designed spe- 
cifically for the NFTA to fulfill its 
specifications, it allowed NFTA to 
become the first transit system in 
the world to realize its benefits. 


Worldwide interest 

Since that time, NFTA has been 
contacted by at least a dozen other 
transit worldwide, to 
discuss the system’s performance 
and effectiveness. Most recently, 


agencies, 


visitors from Volvo Transportation 
Systems, a subsidiary of Volvo, Inc., 
as well as representatives of two 
Bergen, Norway transportation 
companies, and from Orebro, 
Sweden, spent time in Buffalo in- 
specting and reviewing the new sys- 
tem and its capabilities. 

Since the authority acquired the 
HASTUS system in 1988, Metro- 
North Railroad in New York City 
has also installed a similar system, 
with its decision based on Buffalo’s 





The Transit-Rider” 
Ricon’s Economy Leader 


When low price is the major purchasing consideration, consider 
the Transit-Rider™ It’s the lowest priced paratransit lifteavailable 
from Ricon today. Sturdy all-steel construction combined with 
semi-automatic operation is what makes it so affordable. Ricon's 
proven lift design has been refined and enhanced for additional 
reliability. Deployment is almost effortless since the Transit-Rider™ 
is easily operated by an attendant. What's more, the Transit-Rider™ 
is readily installed with little or no vehicle modification. 

The Transit-Rider™ Ricon’s low-cost leader in paratransit lifts with 
more vehicle applications than any other semi-automatic lift. 


12450 Montague Street, Pacoima, CA 91331 (818) 899-7588 


Call Toll-Free Outside California: 1-800-322-2884 FAX: (818) 890-3354 
THE RICON CORPORATION A MEDIQUIP HEALTHCARE COMPANY 
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successful implementation. 

“The most important benefit of 
the system is to the riding public,” 
said Alfred H. Savage, NFTA’s ex- 
ecutive director. “It will greatly im- 
prove our ability to service the 
needs of our ridership at the lowest 
possible cost!” 

Donald Koch, NFTA Manager, 
Information Services, is also en- 
thusiastic in his assessment of the 
new computer installation. ‘It 
saves our people an enormous 
amount of time in developing sched- 
ules and it gives them more op- 
tions,’ said Koch. ‘‘The new 
installation will ultimately reduce 
the cost of our bus runs and our 
overall operating expense, without 
having to reduce service - or the 
availability of that service.” 


Decades of value 

Due to the NFTA’s early accep- 
tance of the system, the life style of 
HASTUS is measured in decades 
extending the return on investment 
beyond most other computer 
systems. 





NFTA saved 16-20 
million calculations 





Al Thompson, coordinator of the 
project for the Service Planning 
Department, said, ‘‘by freeing us 
from tens of thousands of calcula- 
tions which are part of schedule de- 
sign, HASTUS has allowed us to be 
more analytical and imaginative in 
creating the best service possible 
for our passengers.” 

Savage pointed out that it was the 
most advanced system the NFTA 
could find, adding that he was en- 
thusiastic about “having the oppor- 
tunity to decrease our operating 
expenses.” 

NFTA planners envision the 
HASTUS system as the focal point 
of further systems integration, such 
as Automated Rider Information 
System, Integrated Dispatch Sys- 
tem, Route Planning Models and 
Automated Vehicle Locators. 

“The end result,’’ Savage said, “‘is 
the enhancement of ridership access 
and the ready availability of infor- 
mation about our combined bus and 
rail operations.” 





8. The chassis is application 
hl wit the heavy-dut nentry that will extend your 
fleet replacement pi time. e. To absorb the abuse of the most punish- 
ing road, an Oshkosh has the same forged steel -beam front axle found 
on heavy-duty trucks. And there are sway bars for improved handling 
and control. To increase your vehicle’s road time and minimize main- 
tenance costs, we’ve designed features like power 4 wheel disc 
brakes and a gear driven steering and brake hydraulic pump. 


A dedicated te hnical staff and an expanding, well trained, and 
fully stocked North American parts and service network will give you 
the support you need and deserve. 


We listened, and we're going to keep on listening. Because when it 
comes to reducing your transportation cost and maximizing profit, we’re 
all ears. Contact the Oshkosh Chassis Center, 3133 E. Kemper Road, 
Cincinnati, OH 45241, phone 1-800-648-8838. 
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Vandal-Resistant Seat 


f vandalism to seats on buses 
I: a problem for your agency, 

this development may be of in- 
terest. 

Sardo Bus & Upholstery of 
Gardena, Calif. has developed a sys- 
tem that quickly and easily converts 
existing, metal-frame upholstered 
seats, to vandalism-resistant fiber- 
glass seats. 

‘“‘We developed a design whereby 
an agency can use the existing 
frame of their bus seats” and end 
up with a new set of fully uphol- 
stered fiberglass seats explained 
Lou Sardo, president of the 
company. 

All that’s required to install these 
replacement seats is to remove the 
upholstered seat cushions from 
the existing seat frames. Sardo then 
installs a new fiberglass cushion and 
backrest into the frame, and lami- 
nates English wool to the outside of 
the entire seat. The original seat 
frames do not have to be removed 
from the bus; the entire task can be 
done in less than five minutes per 
seat onboard the vehicle. 

Sardo claims a transit company 
using his system can save up to 
two-thirds per bus of what it would 











otherwise cost to replace existing 
metal frame seats with some new- 
er seat models. At least one authori- 
ty, the Southern California Rapid 
Transit District, was convinced of 
the claim and last summer award- 
ed the company a $1.5 million ord- 
er to install the seats in 1,300 buses. 
The SCRTD contract covers both 
RTS and Neoplan buses. 

Sardo says he can tailor his sys- 
tem to any seat frame. ‘‘We can fit 
any make or model bus as long as 
it has a metal frame and removable 
upholstered cushions.’” He added 
the seats are designed to fit the 
human form. 

“We don’t care if it is a metal 
frame that is bolted to the wall or 
a cantilevered seat. You tell me the 
bus and I will make the fiberglass 
seats and replacement shell accord- 
ing to the bus you have,”’ he said. 

The concept is based on an in- 
terlocking mechanism and only 
requires one screw to secure in 
place. The company has a patent 
pending on the seat design and as- 
sembly method. 

Sardo said he developed the seat 
concept after seeing how vandals 
carved up one-piece fiberglass 


Lou Sardo claims he can change out an old seat and replace it with a new seat in less 


than five minutes. 
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Metal frame seat after it has been replaced 
with seating concept developed by Sardo 
Bus & Upholstery. 


seats. ‘‘In our concept each seat in- 
stallation consists of four pieces, 
two separate cushions and two 
separate backrests. If someone 
carves their initials in our seat all 
you have to do is replace one of the 
four pieces. Plus, my seats look 
comfortable because they have the 
upholstered look.” 

Probably the strongest selling 
point of Sardo’s concept is that it re- 
tains the existing metal seat frames 
and only requires the installation of 
two cushions and the backrest. A 
second selling point is that once the 
seats are installed, no exposed fiber- 
glass remains; indeed, the entire 
seat looks as if it is upholstered. 

Without an exposed surface there 
is no place for vandals to carve 
their initials, or do other damage. 
‘A person can take a knife and cut 
this seat and all you have to do is 
brush over the wool and you never 
see the cut,” explained Sardo. “‘The 
reason is the foam cushion doesn’t 
separate and open up. No fiberglass 
is ever exposed.”’ 

The quick-replacement seat con- 
cept has application for railcar use 
as well. Sardo recently was award- 
ed a contract by the Southeastern 
Pennsylvania Transportation Au- 
thority to install the seats on some 
commuter railcars. [M] 





IT TAKES A WORLD LEADER IN 
HEALTHCARE TO BRING YOU THE MOST COMPREHENSIVE 
DRUG TESTING SERVICE IN THE INDUSTRY. 


Selecting a drug testing laboratory is a major undertaking. The burgeoning interest in testing 
has given rise to an industry inundated with smaller laboratories offering incomplete services and 
limited expertise. As the nation’s largest laboratory network, SmithKline Beecham Clinical 
Laboratories provides comprehensive services the other companies can’t: including over 20 years 
experience in toxicology, more than 350 company operated collection centers, strict chain-of-custody 
procedures, and expert witness testimony in the event of litigation. We accept the challenge as the 


nation’s largest laboratory and realize it is not our size, but our unwavering commitment to personal 


service and attention that sets us apart. “B® SmithKline Beecham 
Clinical Laboratories 


#10190 © SmithKline Beecham Clinical Laboratories 
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What Is The Residual Value 
of European Motorcoaches? 


The number of these buses in the U.S. is growing, 
but is it large enough yet? 


ith more than half a cen- 
tury of manufacturing 
behind them, the MCI 


and TMC motorcoaches are the ac- 
knowledged industry leaders when 
it comes to resale value. Operators 
know the buses and the service the 
manufacturer provides. Based on 
long experience, bankers and leas- 
ing companies know what a used 
MCI is worth on the secondary mar- 
ket. Typically, a five-year old used 
MCI in good condition commands 
better than 75 percent of its origi- 
nal price at resale. 

But what about the new crop of 
European motorcoaches that came 
onto the American market in the 
early 1980s? What is their resale 
value? Indeed, do they have any 
at all? 

When these vehicles first came on 
the American market most indus- 
try experts said their success de- 
pended on the ability of importers 
to provide service to operators any- 
where in the United States. Quick- 
ly. And to do so with reliable parts 
and service. 

Nearly eight years have elapsed 
since the first wave of these buses 
came to American shores. That 
should be enough time for answers 
to emerge to the question posed 
above. But after many interviews 
with industry experts, the editors 
of METRO Magazine concluded 
that indeed, benchmark residual 
value of the European motor- 
coaches has not yet been firmly 
established. In large part that ap- 
pears due to the fact that although 
some coaches have sold and asking 
prices have surfaced in industry 
publications such as F’ront Line and 
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NBDA’s Official Used Bus Price 
Guide, relatively few European 
used coaches are available on the 
open market. 

What also appears to be prevent- 
ing emergence of clear resale value 
is that there are two distinct sets of 
European motorcoaches on the U.S. 
market. The first set came in be- 
tween 1983 and 1986; while 
manufacturers in those years 
sought to Americanize the 
drivetrain of these coaches, the 
degree to which that occurred was 
significantly less than is now the 
case. And that is what characterizes 
the second set of European motor- 
coaches, those that appeared on the 
market subsequent to 1986. These 
newer vehicles have much higher 
U.S. content, content that goes be- 
yond the drive train, more U.S. 
warranties, increased access to U.S. 
service centers, etc. 

As a result, the coaches that ap- 
peared in the early ’80s will proba- 
bly not be the ones that will 
eventually set the residual value of 
the European motorcoach. Instead, 
newer coaches with higher Ameri- 
can content, and greater parts and 
service accessibility, will likely do 
so, though not for another five or 
six years. 

Interestingly, while most Europe- 
an manufacturers report increased 
sales of their coaches, on the whole 
they agree that it’s too soon to de- 
termine the true residual value of 
these vehicles. 


The major players 

Van Hool, for example, recently 
introduced the Cummins L10 and 
Allison 754 automatic transmission 
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to its line of Acron coaches. Accord- 
ing to Clancy Cornell, chairman of 
ABC Bus Co. Inc., “Others have 
Americanized the drivetrain, we 
have gone a little further and are 
sourcing our parts outside the 
drivetrain in the U.S.” Through its 
marketing affiliation with ABC, 
Van Hool has five support locations 
that stock parts and a framing 
department that can service acci- 
dent repairs. 

Ron Waller, v.p. sales and mar- 
keting for L.A.G., said “‘For 1990, 
L.A.G. is continuing to use more 
American parts.’”’ New L.A.G. 
coaches feature Cummins, Rock- 
well, Bendix, Delco-Remy and other 
U.S. suppliers. ““L.A.G. has made a 
determined and expensive effort to 
meet our customers demands in 
this area. To my knowledge, L.A.G. 
is the only coach company that 
provides our customers with a 24 
hour emergency number so they 
can receive assistance for a ““down”’ 
coach,”’ Waller commented. In the 
last two years L.A.G. has boosted 
its parts and service organization 
substantially. 

Neoplan has long Americanized 
the production and parts of it mo- 
torcoaches. The company was a- 
mong the first to penetrate the U.S. 
market, though for the most part it 
did so with its line of transit buses. 
“The coaches are now being built in 
Lamar, Colorado,” said Ernie Holtz, 
v.p. customer relations at Neoplan 
Bus & Coach Sales. Neoplan moved 
production to Lamar in 1987 and 
Holtz said, ‘‘look for the resale value 
of the 1985 and on coaches.” 

The Setra from Kassbohrer of 
North American Inc., ‘‘is designed 





AT NATIONAL SEATING... 


Our competitors aren't 
even close. 


ational Seating iscloseby — whetherit’s to place an order or 
in Tennessee. So you can just ask a question. Need service? 
easily talk to the people Or information? Just give us a call 
who design, test and manufacture _ or stop by. 
your seats. And because we're Call toll-free USA: (800) 222-7328 


close, you can reach us quickly— or in Canada: (615) 884-6651. 


| Manionar SEATING © 


200 National Drive ¢ Vonore, TN 37885-9631 
Toll-Free USA: (800) 222-7328 « In Canada: (615) 884-6651 
FAX: (615) 884-6166 


Call your nearby National Seating representative today. 


Tom York Gene Willingham George Farrell Darrell Niswander 
Montour Falls, NY 14865 Maple Valley, WA98038 Richardson,TX 75083 Lucas, OH 44843 
(607) 535-4161 (206) 432-9867 (214) 699-8287 (419) 892-3448 
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with the components, differentials, 
brakes, wheelbearings and trans- 
missions,”’ said Hazen McMullen, 
executive v.p. of the company. 
Kassbohrer is expanding its parts 
and service network too. 

Gisel Bieling, president of South- 
west Coach Sales in Phoenix, Ariz., 
said, “‘Setra is number one in quali- 
ty, service, parts and components.” 
Beiling sold two, 1986 Setras for 
$175,000 in 1989. ‘‘The Setra is a 
viable alternative to the MCI.” 


Since the European motorcoach 
appeared on the American market, 
its “sexy curb-side appeal’ has 
turned heads both in the industry 
and out. North American manufac- 
turers have initiated redesign 
strategies for their coaches to com- 
pete with the sophisticated appeal 
of the European competitor. And no 
one questions their appeal to con- 
sumers who seem to gravitate 
toward the avant garde design and 
jazzy colors of these vehicles. 











RIGHT ON SCHEDULE! 


When you have a schedule to meet, you need 


for reliable passenger transportation. Expert en- 
gineering results in a wheelchair lift designed 
for rugged performance, minimal 
maintenance, and passenger safety. 

All major components are bolted on and 
can be readily replaced in the field with no 
welding required or costly down- 
time. The detachabie platform 
increases your versatility by allowing 
the retrofit of a larger platform. 


The L205uUltra Ili features an 
exclusive safety stop design and 
taller platform 
side plates 
that provide 
greater 
strength and 
lateral 
security 
for the wheelchair 
passenger. A new computer 
designed folding mechanism 
demonstrates superior wear 
characteristics and requires minimal 
maintenance. In addition to these 
features, the L205Uitra Ill meets the 
five basic wheelchair lift industry 
standards. 
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the Braun L205Ultra Ili Commercial Wheelchair Lift 


yf 


1014 S. Monticello, P.O. Box 310, Winamac, IN 46996 


1-800-THE LIFT 
17 Industrial Road 
Fairfield, NJ 07006 
(201) 882-5455 


THE NEW ULTRA Ii 
WHEELCHAIR 
LIFT — 





L205Ulitra Ill 


2! 
MADE IN 
AMERICA 

—=— 


‘a THE BRAUN 


AZ CORPORATION... 


In indiana Cail: (219) 946-6153 
5072 113th Ave. N 15731 Graham St 

Clearwater, FL 34620 — Huntington Beach, CA 92649 
(813) 573-2737 (714) 891-4305 

BC 1819 
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Indeed, the European coach is 
meeting its greatest success among 
consumers as evidenced by the 
tour and charter business. Mike 
Bazelides, v.p. of Indian Trails Inc. 
in Owosso, Mich., said, ‘“‘A certain 
segment of the industry won’t even 
look at the MCI, people like the look 
of the European coach.” 


Establishing value 

The resale value of a used mo- 
torcoach depends on several 
factors. 

Dane Cornell, president of ABC 
Bus Co., said, “If it’s a quality coach 
to begin with, if the customer main- 
tains the coach in good condition, 
and if the customer can obtain 
parts” the coach will hold it’s value. 
He added, ‘‘We’ve had some 1982 
two-axle (European) coaches that 
we took in on trade for new and 
resold those buses for $130,000; 
originally they went for $165,000.” 

Selling a used coach depends on 
the depreciation value which is 
approximately 8-10 percent a year. 
It also depends on the mileage of 
the bus, how well the customer 
cared for it, and how it was speci- 
fied originally. 

Neoplan started importing motor- 
coaches from West Germany in 
1983 and sold these vehicles for 
around $185,000 to $220,000. Ac- 
cording to the NBDA’s price guide, 
the residual value of these buses is 
now at the $200,000 mark. 

The primary factors that will set 
the value of these coaches on the 
secondary market remain service, 
parts availability and quantity. Eu- 
ropean manufacturers must provide 
better support service regarding 
warranties and lease options. ‘“We 
can assist in creating resale value 
with our leasing company; we can’t 
create the resale value but we will 
be able to hold it, said Dane Cornell. 

Indeed, it appears that manufac- 
turers have taken heed of operator 
complaints regarding the difficul- 
ties operators used to encounter in 
servicing these coaches. However, 
in order to establish a foothold in 
the used bus market, European 
coaches will have to prove their 
staying power in open competition 
with domestic coaches. [i] 





When we deliver a StarShip from S&S, 
it comes fully loaded. 





] 


— accaonngges 


— 
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, 2 yu get all the service and engineering support that 
we built our reputation on when you buy a StarShip. That commitment to parts and service is why the trans- 
This single source responsibility for service includes portation industry has depended on S&S since 1903. 
everything on the bus, from the suspension system to Contact us for information on our StarShips: the 
the air conditioning and the doors, plus full warranty new Shuttle S-25 and Gemini S-30 shuttle buses, the 
service. T-30 and Apollo T-40 transit models. 
For service anywhere, call: 800-Trans-2-U. 
Stewart & Stevenson Services, Inc. 
2707 North Loop West/P.O. Box 
1637/Houston, Texas 77251-1637 
Telex 794221. 


support 24 hours a day from our extensive inventory. 


We'll meet your special requirements and service 
them, too, such as alternate 
fuel technology. S&S has a 
major role in pioneering CNG 
(compressed natural gas) 
engines for mass transit, 
working with the Gas Research 


Institute. Now we're supplying 
CNG powered buses with 
options such as a wheelchair 
lift available on all models. 

We also provide spare parts 





Circle 130 on METRO Action Card 





Bus ‘Bluebook’ Seeks Wider Audience 


f someone were in the mar- 

ket for a used car, he’d nor- 

mally look at the bluebook 
price of the model, then make an 
offer. 

That, however, is not the case 
with motorcoaches, which are 
usually purchased at auctions or 
in individual transactions where 
the buyer and seller haggle over 
the price until they agree. That 
process creates problems, partic- 
ularly for finance companies un- 
familiar with the used bus 
business. In the absence of indus- 
try experience where market 
forces pretty well establish used 
bus prices, companies new to the 
business have little alternative 
but to rely on the sale criteria to 
set their interest rate. 

All that may be changing with 
the advent of the National Bus 
Dealers Association (NBDA), 
which is now publishing its 1989 


official Used Bus Price Guide. 

The association and price guide 
are the brainchildren of Dick 
Whitney and Bill Gilbert, who 
published the first issue in De- 
cember 1988. The guide being 
published, now is the second issue. 

“What price a coach would 
bring at an auction was the only 
value the finance companies 
knew,” said Whitney. ‘Now they 
have a guide to go by that says 
if you have this piece of equip- 
ment in this condition, it’s worth 
X amount of dollars.”’ 

The guide is available to 
NBDA members and includes in- 
formation on trade-in, loan and 
retail values and an appraisal 
service. 

Whitney and Gilbert, who had 
been toying with the idea of 
creating a used motorcoach price 
guide since the early 1970s, de- 
termined the value of each used 


vehicle by polling buyers, sellers, 
dealers and manufacturers, then 
settling on an average price. 

They then sent their figures to 
28 manufacturers and dealers 
with explicit instructions to dis- 
agree with and dispute their find- 
ings if they could. They received 
21 responses, most of which 
differed not only from their find- 
ings, but also from the findings 
of their colleagues who returned 
the brochures. Again they aver- 
aged the figures and arrived at 
the new price. 

Each coach listed in the guide 
has a set of specifications detail- 
ing information on length, width, 
wheelbase, engine, transmission, 
suspension and seating capacity. 
It also specifies the year, make, 
what options, if any, are available 
and gives three prices: average 
trade value, average loan value 
and average retail value. [x] 








Coming in the 
March/April 1990 
issue of 


IMMETRO 


Magazine 


* Maintaining an Aging Fleet 
* Wheelchair Lift Technology 
* Heating / Air Conditioning 











FROM KANSAS COACH, INC. 


* Railway Products Review 
with bonus distribution at APTA Western 
Conference, Seattle, March 31 - April 5 


The SHUTTLER is available in three lengths accomodating up to 29 
passengers. Every model incorporates an all steel “safety cage” frame- 
work, foamed in place insulation, .050 aluminum exterior skin and roof, 
body undercoating and seating and lighting arrangements to fit the 
customers requirements. Have a special need? Call us and let us custom 
design a bus for you. 





Ad closing. . . Feb. 15th 
Material closing. . . Feb. 22nd 


KANSAS COACH is looking for dealers. If you want to sell a mid-size, 
well built bus, look to KCI. With our commitment to quality, it would 
definitely be a profitable choice. 





Contact your Sales Rep now to reserve space! 


Bobit Publishing Co., 2512 Artesia Bivd.., 
Redondo Beach, CA 90278 ¢ 213/376-8788 


Kansas Coach, Inc. 
E. Hwy 36 P.O. Box 29 
Oberlin, KS 67749 
(913) 475-3825 
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WHEN YOU BUY NATIONAL COACH, 
YOU BUY NATIONAL SUPPORT. 


16 exclusive nationwide distributors, 
providing 167 service bays, 148 technical 
support specialists and parts shipments 
within 24 hours. When it gets down to the 
nuts and bolts of buying your new bus, 


compare our Aftermarket Support with 
other bus manufacturers. We stand 


behind our product. 


NATIONAL 


COACH CORPORATION 


130 W. Victoria Street 
Gardena, California 90248 
(800) 682-4100 

(800) 682-3100 (in California) 
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Tour Bus Operator Finds 
Cleaner Buses Lift Profits 


Indian Trails in Michigan switched cleaners. The company 
saved money. And its buses last longer. 


f appearance is as important as 

performance, then Indian 

Trails of Owosso, Mich., has 
emerged with the look of front run- 
ner in the tour bus industry. 

Not only did Indian Trails trans- 
port presidential hopefuls Michael 
Dukakis and Jesse Jackson during 
their election campaigns, the com- 
pany also dressed up its fleet- 
cleaning operation and sliced 20 
percent of its labor costs in the 
process. 

Dukakis and Jackson rode the 
buses while campaigning in the Mid- 
west, and Indian Trails supplied the 
lead coach for Jackson’s Rainbow 
Caravan trip from Chicago to At- 
lanta for the Democratic National 
Convention. 

High profile customers Dukakis 
and Jackson certainly did nothing to 
hurt Indian Trails’ image. 

“Image is very important to the 
company,’ said Maintenance 
Manager Dean Smith. 

“We charter our buses to a vari- 
ety of people and we have to main- 
tain the highest appearance levels 
possible.” 

It’s not every day that Indian 
Trails transports presidential can- 
didates. Most of the company’s bus- 
iness consists of tours, charters and 
daily round trips from Bay City, 
Mich., to Chicago, so day-to-day 
operations remain in the forefront. 

“We've had many high-visibility 
customers charter buses,”’ Smith 
said. ‘‘But we don’t make the effort 
just for them. We have one of the 
best reputations in the industry for 
driver professionalism and bus ap- 
pearance.’ 

By consolidating its bus-cleaning 
operation and switching to a mul- 
tipurpose cleaner, Indian Trails cut 
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An Indian Trails coach fresh from its bath. 


housekeeping labor costs by 20 per- 
cent and improved the overall ap- 
pearance of its 40-bus fleet. 


Overloaded inventory 

The company is one of the oldest 
intercity bus lines in the United 
States and was clearly successful, 
but close scrutiny revealed an over- 
loaded inventory, especially in clean- 
ers. On the rolls were separate fluids 
for de-greasing, steam-cleaning en- 
gines, washing bus exteriors and 
mopping up coach interiors. 

“It became very time consuming 
to handle inventory and ordering 
for all the different products,” said 
Smith. “‘We also had to train the 
staff on how to use each chemical, 
and that increased our labor costs 
substantially.”’ 

Smith researched several clean- 
ers before settling on Believe clean- 
er from SC Johnson Wax. Indian 
Trails now uses the product with a 
steam cleaner on engine parts, in 
the wash rack for bus interiors and 
for mopping bus floors. 

When buses arrive in the depot 
they are steered to the automatic 
wash rack for exterior cleaning, 
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then parked for maintenance se,- 
vice by crews who wash and mop 
the interiors. 

“Our buses look much brighter in- 
side and out since we started using 
Believe,’’ Smith said. ‘‘We have a 
lot of stainless steel on our buses, 
and this product really makes it 
shine. It dries without leaving a 
filmy residue, which our old clean- 
er used to leave behind, making the 
buses look dull.” 

Johnson’s delivery system has 
also helped reduce costs for Indian 
trials because Believe is transferred 
straight from the delivery truck to 
a 200-gallon tank near the depot’s 
wash rack. The tank is refilled by 
the truckload when the supply gets 
low. 

“The chemical is centrally stored 
in a bulk tank so we don’t spend a 
lot of time locating various cleaners 
and constantly switching from one 
to the other,” Smith said. ‘“This has 
increased our cost efficiency and 
helped us improve our maintenance 
procedure.” 


Clogged lines 
Switching to the new chemical 





America’s Best Seller 
Now Offers Hundreds 
; Of New Floor Plans 


You're looking at the new ElDorado 
Aerotech, the newest model in America’s 
most popular line of small and mid-size 
buses. Operators like you have put over 
3500 ElDorado’s to work in the last 3 
years alone. That's twice as many as our 
closest competitor sold. 


Our new Aerotech introduces the exclusive 
Trac-Loc™ seating system. With Trac-Loc, 
transit and shuttle drivers can snap in 
wheelchair restraints 
or add an extra row of 
seats in minutes. Tour 
operators can rearrange 
seating and cargo areas 
for everything from 
local sight-seeing toa 
busload of skiers. 


But the best reasons to 








choose an ElDorado Aerotech aren’t new 
at all: They’re still designed and built to be 
the safest, most reliable, and comfortable 
small buses you can buy. And they’re still 
backed by the industry’s largest dealer 
service network. 


Aerotech’s advanced composite Body 
Armor™ superstructure is the industry's 
strongest and most resilient bus body 
design. Body Armor’s light weight gives 
the Aerotech a lower center of gravity for 
safer handling. And lighter weight keeps 
your operating costs down. 

Only 2,000 ElDorado Aerotechs will 

be made this year. So don’t wait. Call 
(800) 872-9086 today for free brochures 
and the name of your nearest dealer. 

Ask about our 5-year/75,000 mile 
warranty. 


ElDorado Bus 





EBC Inc. © a Thor Industries company ¢ 304 Avenue B 
eee Kansas 67401 ¢ (913) 827-1033 FAX (913) 827- —— 


=, Sh, 2, 


er le ElDorado Family Of Small And Mid-Size Buses 


Ry gt 
Made in the USA a 


“Everything You Expect From The Leader” 


©1989) ElDorado Bus Co. 004 
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gave Smith an unexpected benefit 
because it does not crystallize in 
wash rack lines, a problem Indian 
Trails has been wrestling with for 
some time. 

“Previously, we had extreme de- 
tergent crystallization problems,” 
he said. “Wash rack lines became so 
clogged that we couldn’t salvage 
the system and had to replace it. 
The clogging was so bad, no soap 
was getting through the lines to the 
brushes. Worse yet, the lack of 


lubrication caused the brushes to 
scratch up the buses’ expensive Im- 
ron paint jobs. 

“We don’t have to worry about 
that with Believe. Its chemical com- 
position resists clogging, and our 
bus appearance levels have gone up 
measurably since we started using 
the new cleaner.” 

In addition to increased customer 
appeal, Smith said mechanical 
problems are more easily detected 
when the buses are clean. 








BOARDING/FARE 
\ COLLECTION DATA 


Luminator is driving transporta- 
tion technology into the '90s and 


Transit Information (GTI™) 
system. It's a command center, 


vehicle communication for rider 
comfort and safety. Displaying 
message graphics, vocalizing 

route information, using vehicle 
location for real time passenger 


CALL 





THE ONLY INFORMATION 
SYSTEM MORE SOPHISTICATED 
barn: dhl OUR GTT'SYSTEM. 


VOICE Sw 
ANNUNCIATION 


RMSTING 


PRODUCT 


COMPATIBILITY i 
Z, 3 


“ 


beyond with its innovative Global 


capable of linking every aspect of 


LLM TGR 
elt tet—bld 


1200 E. Plano Parkway «+ Plano, TX 75074-0278 


VEHICLE \ 
LOGATION \ 


SYSTEM 


information and monitoring 
vehicle maintenance systems 
are just a few of its possibilities. 
And the GTI™ system is 
designed for easy operation. 
Naturally, it's available only 
from Luminator, the leader in 
passenger information systems. 


Luminator 


A MARK IV INDUSTRIES 
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“Tt really helps spot problems 
on a visual inspection if the bus 
is clean, because then problems 
become more obvious,” he said. 
‘For example, if an engine is black 
with dirt and fluid deposits, it’s 
harder to spot an oil leak. That’s 
why we take the time to steam clean 
the engines.” 

Just as buses undergo daily clean- 
ing, they are inspected daily for 
mechanical problems. Each bus has 
a maintenance log which charts fuel 
consumption, mileage and daily in- 
spection service. 

Buses also receive routine main- 
tenance every 5,000 miles. Inspec- 
tions include brake adjustment, 
lubrication and a comprehensive 
system check. 

Once a year buses undergo ma- 
jor maintenance, which involves 
removing and beating seat cushions 
to get rid of dust. Then buses are 
cleaned from top to bottom with Be- 
lieve and inspected for mechanical 
problems. The process takes three 
days, but Smith said it is well worth 
the effort. 


Buses last longer 

‘‘When buses undergo that type 
of treatment they look super clean,”’ 
he said. “It does a lot for our image, 
and it makes the buses last longer, 
too. Our oldest bus is eight years 
old, which is unusual for us. We 
usually keep a bus only four or five 
years. However, now they look 
newer for a longer time with our 
new maintenance system so we ha- 
ven’t felt the need to replace them 
as often. 

“Overall, we’ve saved money from 
the reduction in labor costs and our 
buses look and run like new.” 

And just as employees take care 
of the outward appearance of the 
Indian Trails fleet, maintenance 
mechanics closely monitor the inner 
workings of the machine. 

“Our chairman of the board, Wil- 
liam Himburg, wants the main- 
tenance staff to treat the buses like 
fire engines,’ Smith said. 

‘“‘When that bell rings, buses have 
to be ready to go. And that means 
they have to be mechanically sound 
and always look clean and shiny,”’ 
he said. i] 








Le 


Vapor Products 


for the Transportation Industry 


Bus Products...The trouble-free design of Vapor’s 
Passenger Door Systems has been proven in thousands of 
bus applications. Other products include Fare Collection 
Systems and state-of-the-art Vehicle Identification Systems 
for vehicle tracking and control. 


Railroad Products...Vapor Corporation has been a 
leading supplier to the world’s railroads for over 80 years. 
Vapor offers a variety of reliable products for train 
efficiency, safety and crew comfort. 


Air Conditioning Products... Vapor 's long experience 
in environmental controls and air conditioning systems 
creates a product line capable of handling virtually any 
requirement for Transportation Vehicle environmental 
systems. 





=. 
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Rail Transit Products...Vapor Automatic Door 
Operating Systems have become industry standards, 
providing quick, safe and reliable door operation while 
permitting maximum flexibility in car design. 


For additional information on any Vapor product contact... 


Vapor Corporation, Transportation Products Group 
6420 West Howard Street, Chicago, IL 60648 

e Philadelphia - King of Prussia, PA 19406 

e St. Louis - Ellisville, MO 63011 

e Sacramento - Woodland, CA 95695 

Vapor Air Conditioning Division - Montgomery, AL 36109 
Vapor Canada, Inc. - Ville St. Laurent, Que H4S1 1A1 
Vapor International - Holland B.V., 3542 AB Utrecht 
Worldwide: Vapor International - Chicago, IL 60648 


VAPOR CORPORATION 





PRODUCTS FOR THE TRANSPORTATION INDUSTRY 


METRO Products 


BUMPERS: A new bumper conver- 
sion kit for the RTS 01-03 buses al- 
lows operators to convert their 
obsolete three-piece rear bumpers 
to one-piece designs. Installation 
takes two hours. Universal Coach 
Parts Ine. 
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35 SEATS: A new transit-type 
model which can transport up to 
35 has been added to the Wayne 
Corp.’s Midtowner line of mid- 
size coaches. The Midtowner T.C. is 
available on two chassis and has 
higher gross vehicle weight rating, 























HOT AND COLD: The new Model T9 coach air conditioning and 
heating unit and the rugged X430 compressor from Thermo King 
are designed for new intercity and tour buses. The one-piece heat- 
ing, ventilating and air conditioning unit mounts in a compartment 
above the engine at the back of the coach and features exclusive air 
distribution to the floor, window and ceiling levels for thorough in- 
terior air temperature control. The state-of-the-art electronic ther- 
mostat and proportioning valve maintain constant coach return air 
temperature within one degree of driver-controlled set point. The 
Model T9 uses R22 refrigerant, which is environmentally favor- 
enhanced driver visibility and able to protect the Earth’s ozone layer, and provides higher cooling 
shorter turning radius than most capacity with more efficient operation. Thermo King also has a na- 
vehicles in the category. Midtown- tionwide network of more than 160 authorized dealers with factory- 
ers offer a variety of options from certified technicians providing 24-hour service and parts serving the 
wide reclining seats to beverage transportation industry for more than 50 years. Thermo King Corp. 
bars. Wayne Corp. 
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BUS TV: A video system for tour ; driver and allows passengers the 
buses is remote-controlled by the | option of watching a movie or 
selecting one of four audio channels. 
Three to six high-resolution mon- 
itors are driven by one to three 
video cassette players. The system 
can pay for itself through the sale 
of disposable headsets. Inter-Link 
Systems Inc. 
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HUG: Hug-A-Lug™ lug nut covers 
have a patented internal spring ac- Circle 185 on METRO Action Card 
tion and snap on by hand to hold 
tightly to the nut and flush to the | HOIST: The Model 1000 mobile 
wheel, covering the entire bolt hole. | wheel hoist handles heavy steel as- 
They snap off just as easily, with no | semblies for quick mounting, trans- 
need for tools. Alcoa Wheel Pro- | port and brake drum machining. It 
ducts Division. is powered by a 12-volt DC hydraul- 
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CAN YOUR PAINT SYSTEM 
DELIVER THESE ADVANTAGES? 


Anti-Graffiti Protection Excellent Corrosion Resistance Long-term Gloss Retention 
on all Transit Bus Substrates 





/ \ 


Professional Paint Styling and Superior Mar Resistance 
Graphics Design Assistance for (including resistance to most 


Improved Visibility and Ridership commercial brush washers) 


Basecoat-Clearcoat Capability Fuel and Chemical Resistance 


IF NOT, TAKE THE PPG CHALLENGE. 





PPG challenges anyone to Then take the PPG Challenge 

find a better paint finishing and write to PPG Fleet Finishes, 
system for transit buses than . 19699 Progress Drive, 

our DURETHANE® Polyester Strongsville, OH 44136. 
Polyurethane and DELTRON* ’ We'll give you a free technical 
Basecoat/Clearcoat paint comparison between your present 
systems. Want to hear more? paint system and PPG's or 


product lines. 





World leaders in ampmetive finishes. 


1989. PP( 
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ic pump, has 1,500 lbs. capacity and 

















has 23 inches of vertical travel. Star 
Machine & Tool Co. 
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FAST TIRES: The Boxer King 
Models 26, 44 and 52 automatic tire 
changers handle all types of rims 
and wheels from 14 to 52 inches in 
diameter. A wheel/rim clamping 











system action with foot controls al- 
lows the operator to change wheel 
sizes in seconds. All models are elec- 
tronically/hydraulically operated. 
Tire Equipment Corp. 
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SOFTWARE: New software for 
managing assurance inspections au- 
tomatically compiles inspection 
results and formats reports to 
measure the performance of equip- 
ment/facility and maintenance ac- 
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tivities. The software is built around 
an open format database that offers 





unlimited design options. Creative 


Management Systems. 
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HARDWARE: An automatic drain 
valve for heavy-duty vehicle air 
tanks features a 3/8-inch NPT 
threaded exhaust port for a drain 
line. The new exhaust port allows 
the user to direct expelled con- 





teeereree 











taminants outside the vehicle’s cab 
or away from areas of concern. The 
Expello automatic air tank drain 
valve is designed to provide effi- 
cient drainage of water, oil and solid 
contaminants. Stark Mfg. Inc. 
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ELECTRIC WARE: An early 
warning system to combat electri- 
cal system problems has been in- 
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troduced. The EM-70 electronic mo- 
nitor monitors several critical func- 
tions of vehicles that run on 24-volt 
systems. It will also monitor 12-volt 
service by using a Volt Master bat- 
tery equalizer. Vanner Inc. 
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COMPRESSORS: Two new com- 
pressors will be offered to the trans- 
portation industry this year. The 
Sutrak 2000 compressor Model S41 
will be introduced in February af- 
ter several years of laboratory and 
field testing. With initial field test- 
ing abroad, it is now on test on 
several applications in the United 
States. Design criteria enable the 
units to run with existing Refriger- 
ant 22 and 134A along with sever- 
al new HCFC refrigerants still 
undergoing laboratory testing. 
Refrigerant 22 will be phased out 
earlier in Europe than in the Unit- 
ed States. The Sutrak 2001 series 
compressor is being considered for 
release early this year. It is 
designed for rail applications. With 
little or no vibration, the SU-2001V 
is for new technology systems such 
as high-speed rail using super con- 
ductors for levitation and propul- 
sion. Sutrak USA Corp. 
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FUSION: A DC fuse bus bar assem- 
bly supports up to 20 ATC blade- 
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When you buy an RTS, you get more than just a bus... 
You get the whole team. 


e Engineers whose technical skills and experience assure reliable design 

e Production People who take pride in their work 

e Sales and Service engineers who provide support before and after delivery 

e Trainers who instruct your staff on factory authorized operation and maintenance procedures 


And ... You get the service parts support of UNIVERSAL COACH PARTS, the industry leader. 


Let’s talk. We’re ready to make your next bus. 


Transportation Manufacturing Corporation 
P.O. Box 5670 (R.1.A.C.) Circle 137 on METRO Action Card 





Roswell, New Mexico 88202-5670 
Telephone: (505) 347-2011 
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style fuses or ATC-style circuit 
breakers within a direct current 
electrical system. It eliminates the 
need for individual battery wire 
connections for each circuit. Over- 
load cutoff is quick, to save circuits 
and reduce fire hazard. Baader- 
Brown Mfg. Co. 
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FREEZE: The MISCO 7084 is an 
automatically-temperature-com- 
pensated, hand-held glycol and bat- 
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tery tester which now reads direct- 
ly in freeze points from plus-32 
or minus-84 degrees Fahrenheit. By 
placing a few drops of fluid on the 
measuring surface, pointing toward 
a light and looking through the 
eyepiece, a direct reading of freeze 
protection is displayed. The re- 
fractometer can also be used for 
testing batteries. MISCO Products 
Division. 
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CRASH CAMERA: A motion- 
measurement camera that with- 
stands force accelerations and im- 
pact of at least 25 G’s without 
affecting resolution works under 
most ambient light conditions. It is 
used for high-impact testing of pub- 
lic transportation vehicles, aircraft, 
construction equipment and 
spacecraft. Selcom. 
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HEADS: Aftermarket replacement 
cylinder heads are now available for 
the Cummins 855, Detroit 8V- 363 
71 and Mack ENDT 675 engines. 
Meridian Parts Corp. 
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SEEKING SHELTER: Custom 
pedestrian shelters and site furnish- 
ings created for seven U.S. cities by 
leading design companies are show- 
cased in a 12-page color brochure. 
It features the work of several 
firms. The brochure has examples 
of telephone kiosks. Urbanco. 
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Get TDI into your 
system. 


Its contagious. And TDI wants you to get it—the benefit of our 
experience in bus and rail advertising. We know how to make your 


system work harder with kings, super- 


kings, head and tail displays, interior 
cards, station posters, dioramas and more. 


Nothing could be easier. Just give us a 
call because once you get TDI into your 


TDI 


TRANSPORTATION 
DISPLAYS INCORPORATED 


system, youre sure to start getting 


more out of it. 


Watch us...we're on the move. 
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1-800-WANT-TDI 


America’s -of-Home Media Network 
275 MADISON AVENUE, NEW YORK, NY 10016 + (212) 599-1100 








Commuter 


Trans-Van 





“ CHampPion 

= J MOTOR COACH INC. 
Commercial Vehicle Division 
331 Graham Road 
Imlay City, MI 48444 
313-724-6474 
1-800-338-4874 


* 


PION 


true 

Champion 

is made, 
not born. 


At Champion Motor Coach, our ‘““Champion’’ buses are 
engineered and designed for peak performance from the 
ground up. 


We've built a strong reputation on our medium-duty ‘““Cham- 
pion” bus line. So we take the time to ensure quality work 
that will live up to our name. 


First, we start with the basic structure. Full all-around steel- 
cage framing, consisting of carbon-steel tubes, creates a 
more rugged body structure. This solidly engineered framing 
gives every Champion bus the utmost durabililty for a 
longer, more worry-free life. 


Corrosion-resistant aluminum panels are then mounted to 
the exterior of the steel-cage framing with a unique bonding 
and insulation foam. This superior foaming technique detec- 
tably improves passenger riding comfort by insulating against 
the outside climate and by reducing road noise. 


Over the years, thousands of drivers have put Champion 
buses to the test on the road, where it counts. 


What's more, all Champion buses are available in a variety 
of sizes and floor plans. Options such as rear storage, 
wheelchair lift, and lavatory facilities are also available. 


Actual photo of 
steel cage frame. 


We challenge you to put a winning Champion 
medium-duty bus to your own road test. For 
more information, call Bob Maison, national 
sales manager, or Dan Ederer, government 
and fleet sales manager, at 1-800-338-4874. 
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We salute 
the motorcoach 
industry, 
your proud history 
and your 
Progressive vision 
of the future. 


INCT 


Transportation 
SeETVvices 
a Progresyyve Company 


Please join us at our “Stage Coach 
Stop” on the convention floor and 
at our hospitality suite, “The Last 
Chance Saloon 
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METRO Products 


DRYER: A new one-shot unloader 
valve for air dryers maintains 35 psi 
in the dryer. It prevents loss of tur- 


bocharged air while the compressor | 








is unloaded, and minimizes the pump- 
ing of low-pressure air from a single- 
cylinder air compressor. Cyclo-Gard. 
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CRANKING: The SM-192 Series 
aluminum starters will crank diesel 
engines up to 1,800 cubic engines 
and carbureted engines up to 3,600 














cubic inches. A friction-resistant 
configuration eliminates the need 
for lubrication to the air motor and 
makes the starters virtually wear- 
proof. StartMaster. 
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TANKS: Sar-Gel, an_ indicating 
paste, detects the presence of water 
in tanks that store gasoline, diesel, 
oil and some solvents. Sar-Gel 
spreads on the guagestick white but 
turns red in the presence of water 











over a wide range of concentrations. 
The color change occurs in about 10 
seconds and is irreversible. Sar- 
tomer Co. Ine. 
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RELIEF: A new relief valve design 
has been added to all Champion 
oil filters to meet new engine oil 




















demands. The valves have been re- 
designed to reduce restriction at 
high flow rates. Champion Labora- 
tories Ine. 
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LOOK AND LEARN: A six- or 
seven-volume set of video cassettes 
is the latest in instruction manuals 
for mechanics-for bus coaches and 
rail equipment. Each video instruc- 
tion manual is custom-produced for 
each vehicle. Transportation Video 
Technology. 


Circle 201 on METRO Action Card 


SEALED: New instant laminators 
seal printed material in 4-, 10-, 12- 
and 18-inch dimensions. The lami- 














nators use 10-mil lamination pouches 
which provide extra strength and 
protection for displays, 1.D. cards, 
lists and luggage tags. Photokards 
I.D. Systems. 


Circle 202 on METRO Action Card 


33: A 33-passenger bus built on a 
Ford E-350 chassis has a V-8 en- 
gine, automatic transmission, pow- 
er steering and brakes, air 
conditioning, cruise control and a 
tilt wheel. Headroom is 76 1/2 
inches, windows panoramic. The 
New Goshen Coach Corp. 
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PRACTICING: A practice test for 
those required to take the Commer- 
cial Driver’s License test has been 
published. It is geared for transport 
drivers. TJG Associates. 
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Conditions Ideal At APTA’s EXPO 


By Richard Lewis 


f you are planning to exhibit 
[: October at the Internation- 

al Public Transit Expo ’90, 
sponsored by APTA—or if you’re 
thinking about it—you can leave 
your aspirin at home. The event, 
scheduled for October 1-3, 1990, will 
take place at the George R. Brown 


Convention Center in Houston, one 
of the most up-to-date and 
“exhibitor-friendly”’ exhibition halls 
in the United States. 

“It’s a perfect facility for transit 
equipment,” said Expo 90 sales 
manager Sandy Portincaso. “‘You 
can drive in a bus, or haul in a rail 
car, directly off the street through 
two drive-in doors. Each is 25 feet 








a 


Carrier, Trane and Thermo King. 


*A trademark of CMP Corporation 





PARTS 
EXPRESS 


oroor—-ooo o 


EAPRESS 


To Tell The CMP* Story In Two Words, 
wed choose Parts Express. 


When it comes to cooling over the road vehicles, CMP has parts across the board: OEM-quality 
pistons, liners, rods, bearings and valves for passenger and commodities refrigeration systems by 


CMP — we're also experts in expedited parts delivery. Orders in by 1:00 p.m. ship the same 
day. So, customers get the parts they need fast, and at substantial savings. 
Devoting all our attention and skill to the parts business has made CMP the world’s largest 
independent manufacturer and supplier of quality HVAC compressor parts. 
Parts are the whole story at CMP, because we stick to what 
we know best: top quality, fast delivery and competitive prices on 
replacement parts. 


® With CMP, Parts Are The Whole Story. 
iy P.O. Box 15199 Oklahoma City, OK 73155-5199 
co ATION & Phone: 405-672-4544 Fax: 405-672-4547 Telex: 756609 


Call Toll Free: 1-800-654-4786 
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high by 30 feet wide, so there’s 
plenty of room to maneuver a bulky 
vehicle. And 25 smaller, drive-up 
docks make move-in easier for 
other exhibitors.” 

Once inside, there’s no need to 
dodge a forest of support columns. 
The exhibit floor—all 375,000 
square feet of it—contains only 18 
pillars. Weight is no problem either, 
as the Convention Center floor ca- 
pacity is 1,000 ibs. per square foot. 

‘All utility boxes are flush mount- 
ed,’’ Portincaso noted, ‘‘which 
eliminates bumps and other ’trip- 
factors’ in your booth. This is a real 
plus, especially at an event as heav- 
ily attended as this one.” 

Rail sidings are only a few blocks 
from the hall—an almost unheard- 
of convenience, especially for 
manufacturers of transit vehicles 
and other heavy equipment. 

Best of all, Texas is a “‘right-to- 
work”’ state. As operations 
manager Curt Boehmke explained, 
that can be extremely beneficial for 
trade show exhibitors. 

“Any full-time, permanent em- 
ployees who have worked for an ex- 
hibitor’s company for at least six 
months are allowed to perform in- 
stallation and dismantling work on 
their own exhibits, within the con- 
fines of their booth space,”’ said 
Boehmke. 

While union labor is required for 
operating a forklift, booth per- 
sonnel can hand-carry or use their 
own dollies or flatbeds to move 
exhibit materials in or out. Of 
course, if they need assistance in as- 
sembly their booth, they must use 
union carpenters as provided by the 
Freeman Companies at the Conven- 
tion Center. 

As of December 1, 1989, more 
than 230 companies are scheduled 
to exhibit at the International Pub- 
lic Transit Expo; the figure i: ex- 
pected to grow to 400 by October. 

Companies wishing to reserve ex- 
hibit space should contact Portinca- 
so at 800/323-5155; Illinois or 
international companies should call 
708/299-3131. [m] 





Lewis is promotions manager for 
Professional Expositions Manage- 
ment. 





The Best Seat Cover On The Road 
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| Unique Styling 
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Durand L. Rall, Riverside Transit 
Agency general manager, has been 
elected chairman of the California 
Transit Association. Rall will serve 
a two year term. 


Fred M. Gilliam, general manager 


Spencer A. Ballard has been 
promoted to assistant director for 
administration at Metro-Dade Tran- 
sit Agency. Ballard will be involved 
in overseeing MDTA’s finance, leas- 
ing, management services, materi- 
als management and personnel. 


of the Memphis Area Transit 
Authority, has been elected presi- 
dent of the Tennessee Public Trans- 
portation Association. 


James E. Ahlstrom has been 
named vice president of marketing 
| for Innocom Corporation, a firm 








Oetiker’ 
Stepless Spring Clamps 
Display Rack 


PERMANENTLY clamps down 
Tela Mere) (eM -7-| @olcele) (141, a 
® Automatically self adjusts 
to hose diameter changes 
@ Stepless - 360° positive seal 
® Made entirely of 300 series 








y OETIKER, Inc. - Livingston, NJ 201-992-1920 
OETIKER, Inc. - Marlette, Mi 517-635-3621 
QUALITY ASSURED CLAMPS OETIKER, Lid. - Alliston, Ont. 705-435-4394 
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that designs, manufactures and 
markets a variety of transit pas- 
senger information products in 
Columbus. Ahlstrom recently took 
an early retirement from the Cen- 
tral Ohio Transit Authority (COTA). 


Don E. Bullock has been appoint- 
ed sales representative for the 
Transit Division of R.C.A. Rubber 
Company. Bullock will service tran- 
sit, school bus and rail manufac- 
turers including transit authorities 
and operators across the U.S. and 
Canada. 


Michael A. Gnerre has joined 
Universal Coach Parts as sales 
representative. Gnerre will be work- 
ing in the territories of New York 
and New Jersey. He has been work- 
ing in sales and marketing in the bus 
industry for the past 13 years. 


Mike Taylor has been promoted to 
purchasing manager for Phoenix 
Transit System. 


Gen. Jerry Ralph Curry (U.S. 
Army, Ret.) has been appointed ad- 
ministrator of the National High- 
way Traffic Safety Administration. 
Curry will be responsible for im- 
plementing the agency’s objectives 
in reducing deaths, injuries and eco- 
nomic losses relating to motor ve- 
hicle accidents. 


The New York Transit Managers’ 
Association has elected John A. 
Garrity president. Garrity, execu- 
tive director and general manager 
of the Rochester-Genesee Regional 
Transportation Authority, will suc- 
ceed Joseph Boardman who was 
elected to a two year term on the 
Association’s Board of Directors. 


William Andrews has been named 
senior vice president of Greyhound 
Corporation’s transportation manu- 
facturing operations. Andrews will 
work in the Roswell, N.M., TMC fa- 
cility. His responsibilities will 
include company acquisitions and 
consolidating transportation 
manufacturing companies. 
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JANUARY 


14-17 — South West Transit As- 
sociation: 10th Annual Meeting, 
Dallas. Contact: Stuart M. Thomp- 
son, 214/404-9858. 


15-19 — Equipment Maintenance 
Council: Sixth Annual Seminars for 
the Equipment Maintenance 
Manager, Tampa, Fla. Contact: 
Jack Mears, 214/436-9257. 


22-24 — United Bus Owners of 
America and American Bus As- 
sociation: Bus Expo ’90, Dallas. 
Contact: UBOA, 202/484-5623. 


22-26 — Transportation Center at 
Northwestern University: Trans- 
portation Marketing Strategy, an 
executive marketing course, Evan- 
ston, Ill. Contact: Barbara Duggan, 
312/491-3225. 


28-30 — Florida Transit Asso- 
ciation: Annual conference, Tam- 
pa, Fla. Contact: Wes Watson, 
904/878-0855. 


MARCH 


11-13 — American Public Transit 
Association Legislative Confer- 
ence, Washington, D.C. Contact: 
APTA, 202/898-4000. 


25-28 — American Ground Trans- 
portation Association, Denver. 
Contact: Dr. Ray Mundy, 615/ 
525-1108. 


31-April 5 —APTA: Western Con- 
ference, Seattle. Contact: APTA: 
202/898-4000. 


APRIL 


15-18 — APTA: Commuter Rail 
Conference, New York City. Con- 
tact: APTA, 202/898-4000. 


18-20 — APTA: Bus Equipment 
& Maintenance Workshop With 
Strong Emphasis on Exhaust 
Reduction and Alternative Fuels, 
Los Angeles. Contact: Frank Cihak, 
202/898-4000. 





22-25 — National Tour Associa- 
tion: Spring Tour and Travel Ex- 
change, Palm Springs, Calif. 
Contact: NTA Convention Depart- 
ment, 606/253-1036. 


MAY 


13-16, Canadian Bus Association: 
Annual Conference, Banff, Alberta. 
Contact: Frank Trotter, 
613/238-1800. 


14-19, 11th National School Bus 
Standards Conference: Warrens- 
burg, Mo. Contact: Dr. Baldwin, 
816/429-4111. 


20-24, APTA: Eastern Conference: 
Memphis, Tenn., Contact: APTA, 
202/898-4000. 


JUNE 


2-6 — APTA: Rapid Rail Confer- 
ence: Vancouver, British Columbia. 
Contact: APTA, 202/898-4000. 


10-14 — Canadian Urban Transit 
Association: Annual Conference, 
Calgary, Alberta. Contact: Al Cor- 
mier, 416/365-9800. 


26-28 — Community Transporta- 


tion Expo ’90: Phoenix, AZ: Con- 
tact: David Raphael, 202/628-1480. 


AUGUST 


18-19 — APTA: International Bus 
Maintenance Roadeo, Cleveland 
CTA. Contact: Frank Cihak, 202/ 
898-4000. 


SEPTEMBER 


30-Oct. 4 — APTA: Annual Meet- 
ing, Houston. Contact: Ingrid 
Tomasek, 202/898-4000. 


OCTOBER 


1-3 — APTA: International Public 
Transit Expo ’90, Houston. Con- 
tact: Richard Lewis, 708/299-3131. 


NOVEMBER 


28-30 — California Transit As- 
sociation: Fall Annual Convention, 
Palm Springs, Calif. Contact: Lee 
Norwine, 619/343-3456. 
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New TDI Turbine 
Air Starters 


For Transit Buses 


TDI Turbostart™ air starters offer you 
significant advantages over electric 
and vane-type starters. Discover how 
the new Model 43M turbine air starter 
delivers high horsepower and great 
reliability. 


Lower Air Consumption 


The turbine design is inherently more 
efficient. You get more starts per tank. 


Lower Maintenance 


There are few moving parts, all 
permanently lubricated. With no 
rubbing components, a lubricator is not 
needed. Exhaust air is clean. 


3 Year/300,000 Mile Warranty 


It's based on field-proven reliability and 
safe operation. Years of solid 
performance in your application will 
convince you too. 


Call your nearest TDI representative 

to discuss your requirements or call 
Tech Development Inc., 

6800 Poe Avenue, Dayton, Ohio 45414. 
Phone: 513-898-9600. 

Fax: 513-898-8431. 


TECH DEVELOPMENT INC. 


BARBER-COLMAN ¢ PRECISION DYNAMICS DIVISION 
& Siebe company 
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METRO Classifieds 








CLASSIFIED 
ADVERTISING IN 


METRO 


IS EASY! 


MAIL THIS PORTION WITH PAYMENT TO: 


METRO 


2512 Artesia Bivd. 
Redondo Beach, CA 90278 


© Rates: $75.00 per inch, or 

$60.00 per inch for a 6x written schedule. 
© Prepayment required. 
¢ Maximum 50 words per inch. 


Number of inches 





Issue(s) 





Payment $ 

©) Check enclosed. Please make check 
payable to Bobit Publishing Company. 

OO Visa © MasterCard 

CARD NUMBER 

Ee ft ir it tat eee) 

EXP.DATE SIGNATURE 
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Message: 




















Company name: 





Your name: 





Address (no P.O. Box #'s) 











FLEET MANAGER 


200-bus system in southern California. 
Salary: $33,284-$40,457. Antelope Valley 
Schools Transportation Agency, 670 W. 
Avenue L-8, Lancaster, California 93534, 
805-945-3621. Ask for Jill Hilder. 











|) 


* MAINTENANCE x 
SUPERVISOR 


Immediate opening for experienced 
fleet maintenance supervisor. Excel- 
lent opportunity for a hands-on, take 
charge person to make things hap- 
pen. Should be well organized and 
possess good technical and 
managerial skills. 

We are a nationwide transporta- 
tion company, experiencing signifi- 
cant growth. Opportunities are 
availabie in several areas of the 
country. We offer a very competitive 
compensation benefits package. 
Send resume with salary history to: 
Metro Magazine, Box 1760, 2512 
Artesia Bivd., Redondo Beach, CA 
90278. EOE M/F/H 


SALES - SERVICE - LEASING 
ElDorado Bus ‘é” Wap 
KAA GOSHENCOACH © STURDICORP. 


Carpenter VANTAGE INC 
1983 


1987 1986 E 
El Dorado El Dorado Champion 
26 pass. diesel, 26 pass. diesel, 25 pass. over- 
lav., tour wind. lavatory, size, luggage 
PLUSH! Good cond Needs work 


$37,000 $27,000 $6,000 
51 Kero Ra., Carlstadt, NJ 07072 
201-507-8500 “1 00-aRcOLA / 
































POSITIONS AVAILABLE 


Sales & Management position 
available. We are a large and 
progressive distributor for Blue 
Bird, Collins and Diamond. 
Candidates must have positive 
attitude and stable history. We 
offer an excellent compensation 
package. Send resume to 


George Tillery, 
A-< Bus Sales, Inc. 
P.O. Box 700 
Colton, CA 92324 





TWO-WAY 


’ RADIOS 
™ \ — >} Mobiles « Portables * Base stations 
= = New ¢ Reconditioned * Used 


VHF @ UHF ¢ 800Mhz 
Motorola ¢ General Electric 
¢ Midland ¢ Uniden 
(other brands available) 
Pulsar-Cellular, Mobile Telephones 
SAVE UP TO 50% 

* Special on all 800MHz radios * 
Scott Communications 
Call Ken or Callie Scott at: 
406-745-3218 























DIAMOND 
a=) FARE BOX 


FOR EXACT FARE 
COLLECTION 
“* No Maintenance 
Reasonable cost 
v Interchangeable vaults 
; 


_ DIAMOND MFG., INC. 
2330 Burlington 
| N. Kansas City, MO 64116 
.— Phone: (816) 421-8363 





f  @lASS' 


Now you can purchase your glass 
requirements for less. We are the 
largest glass broker in the USA 
specializing in glass sales to the 
Federal Government, State Govern- 
ments and Rapid Transit Agencies. We 
represent several major USA and 
Canadian glass manufacturers of flat 
and bent laminated glass. Call us for 
your glass requirements 

Prompt deliveries made 

to your specifications 

A. Mindle & Associates 
870 Napa Valley Corporate Way. Ste. K 
Napa. CA 94558 


Telephone (707) 255-8990 
- FAX (707) 255-2607 } 























WANTED TO BUY 


Scrap Transit Buses — Regardless of 
condition. We pick up anywhere. 


Call: 1-800-322-8956 
Ask for Mark 
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To place your classified ad 


Is Easy! 

Just call (213) 376-8788 or send 
your ad copy to Attn: Classified Ad 
Mgr. If you are running against the 
clock, then FAX it. 

Fax phone (213) 376-9043. 
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Radio/P.A. w/VCR interface. 
12- or 24-volt system. Guaranteed best. 
Free estimates, volume discounts, deal- 
er inquiries welcome. G. C. Hoebel, 
Husky Electronics, 52-15 11 St., L.I.C., 
N.Y. 11101. (718) 321-8605, 784-5553. 











YARDER has 


Advertising Frames for Buses 

¢ All Metals © Many Plus Features 

¢ All Sizes ¢ Many Exclusive 

e All Accessories Designs 

The Yarder Manufacturing Co. 
726 Phillips Ave., Toledo, Ohio 43612 
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Publisher’s Perspective 





“Tf thou faint in the day of ad- 
versity, thy strength is small.” 


Proverbs 24:10 


“What matters today is not 
the difference between those 
who believe and those who do 
not believe, but the difference 
between those who care and 
those who don’t.”’ 


Abbe Pire 


“A man lives by believing 
something, not by debating 
and arguing about many 


9) 


things. 


Thomas Carlyle 
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The Transit Mission For The 1990’s 


ecent events in Eastern Europe have prompted me to wonder 
whether any of us engaged in the enterprise of transit secretly dis- 


believe what has become the mission of this industry? If this ques- 
tion appears to be a non sequitur, bear with me a moment. 

On November 29th at a press conference attended by 50 reporters in the 
nation’s capital, Bob Kiley presented the APTA Transit 2000 Task Force 
report. Kiley, chairman of the task force, recited the conclusions of the task 
force report: 

e Since 1960 automobile registrations have grown four times faster than 
the population; 

e Over a recent 10 year period in the U.S., vehicle miles traveled increased 
more than 30 percent while highway mileage grew by less than one percent; 
e¢ Auto makers spend five billion dollars yearly (as in BILLION) on adver- 
tising their products to consumers; 

¢ Government subsidies of all kinds amount to about $2,000 per car per 
year or $300 billion dollars (BILLION) annually, a sum roughly equivalent 
to the U.S. defense budget; 

¢ Capital spending on all forms of infrastructure nationwide declined to 
just 1.1 percent of GNP in 1985 from 2.3 percent in 1960; meanwhile, roads, 
bridges and other public works systems deteriorate at an alarming pace. 

The goal of the T-2000 report is to reorient the nation’s thinking about 
automobile travel and mobility. ‘“‘We must provide the resources needed 
to make the first step in breaking the paralysis that traffic congestion (i.e., 
the automobile) has imposed on America,” Kiley said. ‘“Today, there is an 
unrivaled opportunity to break America’s longstanding dependence on the 
automobile. . . .Congestion, pollution, lost productivity and growing pub- 
lic anger are compelling public officials to rethink the mobility needs of their 
communities.” 

What the transit industry seeks is a national deemphasis on the automo- 
bile. The goal proposes ncthing less than a fundamental change in tradi- 
tion and behavior, one that reaches into the subconscious minds and hearts 
of Americans who lionize personal freedom and its contemporary symbol 
- the automobile. 

The threat posed by unrestrained auto use grows daily. ““We have ignored 
the impending collapse of the very systems that allow our economy to func- 
tions” said Kiley. ‘Our refusal to confront (the infrastructure) issues has 
slashed productivity, increased pollution, added to the costs of doing busi- 
ness, and reduced our international competitiveness.”’ 

Viewed from this macro-economic perspective, one can argue that au- 
tomobiles may become a threat to national survival. Which brings me to 
my original point. 

Do any among us, in our heart of hearts, secretly think the T-2000 goals 
are unachievable? Do we pay lip service, and mouth platitudes, about its 
goals to enable us to remain comfortably within the social circle that tran- 
sit has become? 

If that is the case with anyone in this business, think for a moment about 
Eastern Europe and the tumultuous events and monumental changes there 
in recent months. Who among us would have dreamed the major communist 
governments in those nations would fall so rapidly? Indeed, the very idea 
of change is now defined by the words ‘East Germany”’ ‘‘Poland’’ ‘“‘Bul- 
garia”’ and “‘Romania.”’ 

The opportunity before transit is no less opportune than in Eastern Eu- 
rope. This is the year to begin to reorient America’s mindlessness about 
auto travel. 

Bill Paul 
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"IS KEEPING BUS RIDERS COOL 
IN ALL THESE HOT SPOTS. 
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North. South. East. And 
West. When hot weather hits, 
bus riders are thankful for air 
conditioning. And bus oper- 
ators are thankful because 
Thermo King bus air condi- 
tioning is easy to install, easy 
to repair and easy to forget. 
Even Northern cities, such as 
Minneapolis/St. Paul, have 
discovered that’s important. 
That's why they've chosen 
Thermo King air conditioning. 

Therms King units are easy 
to install because of their 
compact, one-piece design. 

They're easy to repair 
because everything from their 
short, leak-resistant coolant 
lines to their stress-reducing 
clutches to their smooth- 
running, 4-cylinder compres- 
sors are so accessible. 

And they're easy to forget 
because Thermo King bus air 
conditioners are so incredibly 
reliable. And backed by 150 
dealers across the U.S. and 
Canada. 

For more information on 
how Thermo King can give 
you air conditioning now, Can” 
Bill Potts at (612) 887-2516. OF 
write him at Thermo King Cor= 
Division, 344 W. 90th 


RIDING HIGH NEVER LOOKED SO GOOD 
ON THE OPEN ROAD OR ON YOUR BOTTOM LINE. 
PRESENTING THE ALE-NEW PREVOST H3-40. 


At Prevost 
we know that 
you can’t succeed 


. = 


ee : 


on good looks alone in today’s highly 
competitive tour, charter and line-haul markets. That’s why we've built a higher 
level of comfort, luxury and profitability right into our new PREVOST H3-40. 


ALL 48 PASSENGERS 
RIDE IN STYLE. 


Everyone aboard the PREVOST H3-40 
is certain to appreciate the extra com- 
fort provided by the Prevost-engineered 
Tourismo or Silhouette ergonomic 
recliners. Other features include two 
card tables and a lavatory door that 
faces the aisle straight on for easier 
access. 


SERVICEABILITY FEATURES THAT CUT-DOWN ON DOWNTIME. 


The PREVOST H3-40 was designed for service and maintenance in record time. Serviceability highlights 
include 180° engine-compartment access, direct access to all electrical-junction boxes and hose connections, 
batteries and AC resets mounted on slide-out cradles, new high-capacity AC system with twin axial fans 


MORE CARGO SPACE THAN 
ANY OTHER 40-FOOTER. 


Prevost’s exclusive integral-structure 
design gives the PREVOST H3-40 more 
under-the-loor cargo room — a full 420 
cubic feet of usable, profitable cargo 
space. Streamlined overhead compart- 
ments let you handle an additional 80 
cubic feet of carry-on baggage. 


and a 235-U.S. gallon fuel tank with filler necks on both sides of the coach. 


AND THAT’S JUST FOR STARTERS... 














With its total stainless steel integral structure, rustproof low 
alloy/high-tensile subframe, one-piece bonded aluminum 
roof and reinforced fiber-composite outer shell, the PRE- 
VOST H3-40 doesn’t even give rust a chance to start.. 





BACKED BY THE BEST 
WARRANTY PROGRAM 
IN THE BUSINESS. 


The PREVOST H3-40 is backed 
by a 2-year/unlimited mileage 
new-coach warranty and a 5- 
year/unlimited wlleage anti- 
corrosion warranty. 











Contact your Prevost regional representative for the full story on the all-new PREVOST H3-40, details on the warranty program, state-of-the-art 
standard features and options such as ABS braking system, electronic transmission retarder, modulated-speed AC-heating-ventilation blowers... 


Riding High. 


@PREVOST CAR INC.: 800-463-8876 (CANADA) ®BUS & BODIES INC., PLAISTOW, NH: 800-537-7700 (NH) M@ PREVOST CAR, INC., 
LYNDHURST, NJ: 800-223-0330/800-223-0807 (NJ) MCENTRAL STATES PREVOST, INC., ELK GROVE VILLAGE, IL: 800-323-0312 (IL) 
@ PREVOST CAR, INC., JACKSONVILLE FL: 800-874-7740/800-322-2057 (FL) M PREVOST CAR, INC., TORRANCE, CA: 800-421-9958/800-421-9957 (CA) 


Circle 146 on METRO Action Card 


® PREVOST is a registered trademark of PREVOST CAR INC. 





